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M. E. W. A. Regional Group Key City March Sales Top Feb.; 
A pril Ou tlook More Encouraging 


To Revive Summer Meeting 
At Chicago, June 20 to 24) 


Methods of Solidifying Jobber and Dealer Interests | 
To Be Discussed at Length 
During Sessions 


New York, April 4.—A conference of regional group 


representatives, which in effect will be a convention of the} 


Motor and Equipment Wholesalers’ Association, will be held 
in Chicago at the Edgewater Beach Hotel from June 20 to 24, 
inclusive, it is announced by B. W. Ruark, general manager, 


following a meeting of directors at association headquarters. 
The meeting was attended by E.o—— —$<$_—_—_—_ 











T. Satchell, president; W. R. Crow, 
vice-president; A. V. Hall, — 
tary; Elton R. Seager, treasurer; F. 
H. Floyd, W. E. Wissler and George 
B. Shearer, who are also directors, 
and Mr. Ruark. 

In making known the decision to 
hold the summer conference, it was 
also brought out at the meeting 
that the subject had previously 
been discussed by regional groups 
and met with their approval, many 
members indicating their intention 
to attend. This conference will in 
@ way constitute a reinstatement of 
the summer conventions as for- 
merly held by the Automotive 
Equipment Association. 

Among other 


important matiers 
discussed and approved by the board 
of directors of the M. E. W. A. 
at their meeting were the follow- 
ing: The key-line distribution chart 
already adopted by a number of 
regional groups; the uniform pur- 
chasing information questionnaire 


CHAPPLE PROTESTS 
AGAINST FURTHER 
MOTOR TAXATION 


Cincinnati, O., April 4.—Bennett 
Chapple, vice-president of the 
American Rolling Mill Company, 


spoke over WLW tonight and made 
a strong protest against the im- 
position of further taxes on the 
automotive industry. Mr. Chapple 
said: 

“We hear a lot about hidden and 
indirect taxes, and such things as 
take a lot of thinking to follow 
them through to a conclusion; but 
when we stop to fill up at a gas sta- 
tion, it is different. Each one of 
us—man or woman—must open the 
family purse and pay anywhere 
from one to seven cents a gallon 


for use by jobbers, also adopted by |in straight out-of-the-pocket taxes. 


regional groups with the result that 
close to 100,000 of these question- 
naires have already been supplied 
to the group members; the issu- 
ing of a series of leaflets on a 
monthly basis over a_ twelve- 
months’ period, this literature hav- 
ing as its purpose the solidfying 
of jobber and dealer _ interests 
throughout the country, and the 
laying of preliminary plans for the 
annual Motor and Equipment 
Wholesalers convention at Detroit 
in December. 

Mr. Ruark reported that regional 





(Continued on Page 2) 


NEW CAR SALES 
LOOK PROMISING, 
SAYS BANK HEAD 


Cleveland, April 4.—Developments 
of the last six weeks have resulted in 
a sufficient stabilization of business 
and financial conditions to indicate 
success for the intensive drive for 
increased sales of new automobiles, 
declared Allard Smith, executive 
vice-president of the Union Trust 
Company of Cleveland and chair- 


man of the Industrial Development | 


Committee of the Cleveland Cham- 
ber of Commerce, in a radio address 
here Thursday evening. 

The government program to re- 
store financial confidence and as- 
Sist business in general is now in 
active operation, Mr. Smith pointed 
out. The Reconstruction Finance 
Corporation, the Glass-Steagall bill | 
and the return of millions of hidden | 
money into circulation have all} 
helped to provide a firm foundation 
for the recovery of business. Dis- 
cussing the automobile outlook he 
said: 

“There never was a time when 





so many people needed cars as right 


(Continued on Page 5) ’ 


Up to the present time people have 
not complained seriously, because 
they have been told that the money 
goes into the building of bett.r 
highways, and better highways 
mean better living conditions and 
better business. 

If this were the only automobile 
tax we were required to pay, it 
might not be so bad, but last year, 
as owners of 26, 000, 000 motor ve- 


(Continued on Page 3) 


CHRYSLER SHIPMENTS 
IN MARCH 323 PER CENT. 
OVER MARCH LAST YEAR 


Detroit, Mich., April 4.—Ship- 
ments to Chrysler, Dodge and De 
Soto dealers of Plymouth cars in 
March showed an increase of 323 
per cent, over the same month in 
1931, according to an announcement 
made here today by B. E. Hutchin- 
son, chairman of the board of 
Plymouth Motor Corporation. 

In March of last year, iccording 
to Mr. Hutchinson, Plymouth 
shipped 4,079 units as compared to 
13,170 units in the same month this 
year. 

Plymouth shipments to Chrysler 


(Continued on Page 3) 





STUDEBAKER EXPORT 
SALES UP IN MARCH 


South Bend, Ind., April 4.—Stude- 
baker business in markets outside 
the United States reached a new 
high level during March, according 
to a statement issued here today by 
Arvid L, Frank, vice-president and 
general manager of the Studebaker 
Pierce-Arrow Export Corporation. 

“March shipments of Studebaker 





(Continued on Page 3) 





HUDSON ESSEX OPEN 
| PACEMAKER SPRING 
SALES CAMPAIGN 


Detroit, April 4.—Automobile sales 
should receive added stimulus as a 
result of the general concentration 
by many in the industry on the na- 
tion-wide showing of its new wares 
together with the release of addi- 
tional advertising and sales promo- 
tion campaigns. 

This is the opinion of Chester G. 
Abbott, general sales manager of 
the Hudson Motor Car Company, 
who said that beginning today and 
continuing all week Hudson and 
Essex distributors and _ dealers 
t&roughout the United States would 
stage a Pacemaker spring showing 
campaign destined to bring to the 
attention of the motoring populace 
the superiority of the 1932 models 
over their predecessors, both from a 
dollar and cents value and perform- 
ance standpoint. 

“The Hudson Motor Car Com- 
pany’s plans for this spring showing 


(Continued on Page 8) 


WILLYS-OVERLAND 
OFFICIAL DECLARES 
CAR PRICES T00 LOW 





Toledo, April 4, — Automobile 
prices, generally speaking are ad- 
mittedly too low, as evidenced by 
the recent tendency on the part of 
some manufacturers to increase 
their prices, H. B. Harper, vice- 
president in charge of sales of the 
Willys-Overland Company, declared 
here in an interview. 

“Prices on 1932 cars, as an- 
nounced at the January shows, were 
based on costs that were then 
scraping cotton. Rubber, cotton, 
leather, steel, lumber, hair, copper, 
aluminum, cloth, and other mater- 
ials were being bought by motor 
car manufacturers at prices below 
cost. Not only were the producers 
of raw materials sacrificing profits, 
but were, in many cases, actually 
selling at a loss in order to keep 
their plants going and to relieve 
unemployment. 

“But such a procedure can only 


(Continued on Page 2) 


ILLINOIS MARCH 
SALES TOP FEB. 


Springfield, Ul, April 4.—Figures 
have just been announced covering 
sales in Illinois for March, 1932. 
Passenger car sales during the 
month of March totaled 5,376 units. 
Trucks sold numbered 780. This 
compares with 11,583 passenger cars 
and 1,502 commercial vehicles sold 
in March, 1931, Total sales of both 
passenger and commercial units this 
March were 6,156, against 13,085 in 
March, 1931. 

On a percentage basis the loss this 
year runs to about fifty-four for 
both passenger and commercial 
vehicles. 

In comparison with February sales 
this year, March made a better 
showing. There was a slight gain in 


United Sales Drive ~ All Michheis eal Return of Ford 
To Market Expected to Spur Trade in 
Current Month 


<@ 


By WILLIAM C, CALLAHAN 


New York, April 4.—Seasonal gains in new passenger 
car sales are reported from all of the key cities throughout 
the United States in March as compared with February. 
These gains, while anticipated, are encouraging, even though 
they fail in some cases to represent a norma! seasonal gain 
in comparison with past years. 











STUDEBAKER CUTS 
11/2-TON TRUCK PRICE; 
ADDS NEW CHASSIS 


South Bend, Ind., April 4—A re- 
duced price of $670 on Studebaker 
114-ton trucks was announced today 
by J. M. Cleary, president of S. P. 
A. Truck Corporation, 

Announcement was also made of 
a new 14l-inch wheel base chassis 
added to the 1%-ton line. This 
makes three chassis available at the 
tfollowing prices: 
130-inch wheel base, $670 at factory. 
141-inch wheel base, $695 at factory. 
165-inch wheel base, $745 at factory. 

No changes in price are contem- 
plated on the two and three-ton 


(Continued 0 on Page 10) 


CANADIAN PLYMOUTH 
PRICED $695 AND UP 


Toronto, Canada, April 4—The 
New Plymouth which went on sale 
in Canada Saturday has a base 
price at the factory of $695. Prices 
of the new line, f. o. b. factory, 
Windsor, Ont., including five wire 
wheels and standard factory equip- 
ment, are as follows: 

Business roadster 


conesecgesese $695 
Business coupe ........ccecece 765 
Sport roadster ........c.0e ecoce S10 


Coupe with rumble seat ...... 825) 


Four-door sedan cannon ee 
Convertible coupe ....-++++0+++ 880| 
De luxe 5 I ae ah eene 895 


——® A generally better tone is ree 


flected, however, as the result of the 
announcement of the new Ford 
models. The absence of this com- 
pany from the market so far this 


year has been a big factor in the 
lower sales during the first quarter. 

March weather proved a dis- 
pointing factor also and dealers 
throughout the country are hopeful 
that the dark hours of the past 
month presage the coming of 
dawn. April is looked upon with 
great expectation due to the fact 
the Ford line is now available at 
least for comparative purposes even 
though cars are not yet available 
for all dealers, and the fact that 
practically the entire remainder of 
the industry is conducting a united 
Sales drive during the early weeks 
of this month. 

General Motors apparently is 
setting the pace with an intensive 
drive by all units which opened 
Saturday in fifty-five cities through- 
out the country. Auburn is con- 
tinuing its dual ratio demonstra- 
tion week. Pierce-Arrow, Stude- 
baker, Graham, Hudson-Essex and 
others are all making bids for sales 
with increased advertising and 


| special events. 


Hupp and Pontiac enter April on 
a lower price basis with Hupp re- 
ductions ranging as much as $280 
and Pontiac as much as $50 lower. 
Chevrolet, too, has taken the Ford 
bogey by the horns and is forcing 
the fight with prices on its new six 
cut below the new Ford Eight 
bracket. Willys-Overland has de- 
clined to enter into any price battle, 
and Rockne officials claim they will 


9 | Stand by their present product on 


(Continued on n Page 5) 
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Crowded Showrooms Greet 


New Ford in 


New York, April 4. — Crowded 
show rooms all over the country 
marked the introduction of the new 
Ford eight and the 1932 Ford four 
lines, according to telegraphic re- 
ports received from leading centers 
by Automotive Daily News. Ford 
branch plants are also rene 





many visitors, 
Enthusiasm has been aroused to a 
high pitch among dealers and sales- 
men through the long-awaited in- 
troduction of the new eight, and 
this has been accentuated by the 
public response, which has, accord- 
ing to the reports, taken concrete 
shape in the form of many ssles. 
The main drawback has been the 


\lack of sufficient display models to 


give all dealers the opportunity to 
put on all-inclusive showings, and 
in many instances has compelled 





(Continued on Page 3) 


combined dealer exhibits in many 


;cities and towns. 





Various Cities 


However, the in- 
troductory program has led to a 
buoyant tone in Ford circles, which 
is undeniable. 

The reports follow: 

Louisville, Ky., April 4.—The new 
Ford eight is meeting with a fine 
reception in Louisville. Showrooms 
are crowded and good reports are 
coming from all over the Louisville 
territory. 

The Ford branch plant also is re- 
porting many visitors for two models 
on its floor. Dealers are very opti- 
mistic. E. L. Muehl, Ford branch 
plant manager, statec good reports 
of sales received from dealers here, 
as well as over entire territory, 
especially at Nashville, Tenn. 


Chicago, April 4—Ford dealer 
windows Thursday proclaimed the 


(Continued on Page 8} 
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M. E. W: A. Regional Groups 


To Hold Summer Meeting: 


(Continued from Page 1) 


ins affiliated with the national 
aiion Yow cover the country 


llans were 


SOUL ers 





made of the 
merchandise 


ustment services 






board approved a campaign 


The 
among regional groups for united 


influence in 
in government as a 


jobber 
economy 


factor in lessening the load of ex-| 
The members also | 


cessive taxation. 
reiterated the association’s opposi- | 
tion to discriminatory legislation on 
automotive products and pledged | 
support to the National Automobile | 
Chamber of Commerce and other 
organizations in their fight against | 
such discrimination. 

The directors considered a num-| 
ber of matters referred to them by 
regional groups, particularly those 
pertaining to trade practices where- | 
in preferential treatment is ac- | 
corded to channels of distribution | 
competitive to automotive jobber | 
distribution. In their opinion, the| 
intensified efforts in the automotive | 
aftermarket, as embraced in recent} 
public announcements, necessitates | 
a most’ thorough organization | 
among automotive jobbers, to meet} 


WILLYS-OVERLAND | 
OFFICIAL DECLARES | 


CAR PRICES TOO LOW 


(Continued from Page 1) | 
go on so long before something 
happens. In the case of a manu- 
facturer selling at a loss, after a 
while he goes out of business. In 
the case of a producer of raw ma- | 
terials, he stops producing. | 

“And a second consideration en- 
tered the price picture. The manu- 
facturer figured made the price 
low enough and the extra buyers 
will make possible a profit at low 





rices, But for once this did not ee ; : 
Cee, A declining market is usu- Pn —— 
ally a poor selling market, Women ia lil ania on" — 
won't buy potatoes at 20 cents a) no aio. ae. renee oon om 
barrel if they think they can get _—lw€§ 718 = 
them for 15 cents next week. Men eee ‘4 0:0 060080 - . 750 
needing cars and viewing the al- Convertibl sedan ..... ha 765 
ready low prices decided to walt Cust © tig tone 185 
to see if the bottom had been|~™S‘0™ sedan ........ 795 825 


reached, Waiting for Ford also held 
up buying and the late coming of 
winter had an inning. So the to-| 
tal business has not been up to} 
expectations. 

“The inevitable happened. Prices 
began to rise—five of the most im- 
portant makes of cars are offered 
at higher prices today than they} 
were 30 days ago; others are certain 
to follow suit. 

“Only the veriest pessimist could 
possibly expect six cent copper, four 
cent rubber, six cent cotton and 
similarly low prices of raw materials 
to continue long. And every frac-| 





tion of a cent advance in each | 
item of crude raises the cost of the | 
car.” 


MILLION DOLLAR 
VAN O COI PAWELY, 


with sales, stocking, and service 
ECO cMmUMETMmC te come tee ett 
PCM accion 


fale ee 
ing the distribution of fast sell- 


For further de- 


ing accessories. 
EY CMEC (elects) 


rae Teg 


Automotive Specialty 
Distributors Association 


behalf of| 
vital | 


Campbell-Ewald Company Advertis- 


H. T. Ewald continues as president, 


| Hardig and L. R. Nelson. 


| pacity in charge 
| ties, 


emplayment 
to increased activity in the automo-/ident of the Lycoming Manufactur- | 
ling Company. 


most effectively the resulting 
tensified competition. 
With F. H. Suter, 
charge, the Great Lakes Automo- 
tive Jobbers Association, one of the 
working units of the M. E. W. 
held a meeting in Chicago follow- 
ing that of the national association 
directors, 
Mr. Suter 
he declared that “despite the 
ficulties of the present 
situation, far-seeing jobbers recog- 
nize that the automotive jobbing 
industry has a real future.” He also 
pointed out that foundations for 
better business are laid in just such 
periods as the present, and that this 
is particularly true of the automo- 
tive jobbing industry because of the 


when 
dif- 


was applauded 


indispensable part it plays in dis- | 


tribution. He referred to the auto- 
motive jobber as a bridge over which 


| merchandise moves in vast quanti- 


ties from the manufacturer to the 


dealer and thence to the consumer. | 


O. M. Holen, vice-president of the 
Credit Clearing House Adjustment 
Corporation, Cleveland, O., urged 
adoption by the association of the 
credit interchange plan. The mem- 
bers authorized the appointment of 
a committee to develop such a plan. 


They also endorsed the uniform 
purchasing questionnaire, the key- 
line distribution chart and_ the 


series of educational folders which 
had been previously approved by 
the national direc tors. 


PONTIAC CUTS PRICES 
OF SIXES UP TO $50: 


Detroit, April 4.—Pontiac on Sun- 
day announced a major price reduc- 


| label serially numbered, we will be 


tion on its six-cylinder line, some | the examination, 


models reaching as high as $50. This 


move was, of course, the result of 
the Ford announcement of its line 
at lower prices and the cut made by 
Chevrolet. 

As a result of the developments of 
the past few days, this city is ex- 
pecting a number of price announce- 
ments in keeping with the tendency 
so far shown. The new and old 
prices for Pontiac six-cylinder cars 
are as follows: 


CAMPBELL-EWALD 
SHIFTS PERSONNEL 


Detroit, April 4.—Several changes | 
in the executive personnel of the! 


ing Agency are announced today. | 


and in addition he has taken over | 
the duties of general manager. 
W. A. P. John has been named | 


in- | time drawing near for the first com- 


president, in | New Jersey, Commissioner of Motor 


A., 


business | 








—————— 


SPARKS from JPETROIT 


JERSEY DEALERS | 
ANXIOUSLY AWAIT 
COMPULSORY TEST 


Trenton, N. J., April 4.—With the 





H Gay Days These 


pulsory inspection of automobiles in 


| Vehicles Harold G. Hoffman an- 
nounces that hundreds of garages 
and service station owners have al- 
ready filed application for designa- 
ition as official inspection stations, 
even though no time has yet been 
| set for holding the inspection. Deal- 
ers are looking forward to this cam- 
paign to help business conditions. 
“There will be absolutely no fa- 
voritism, political or otherwise 
shown in the designation of the of- | 
ficial inspection stations,’ Commis- | 
sioner Hoffman says. “All garages 
and service stations having proper 


brake-testing equipment, etc., will be CHRONICLER of automobile activities certainly has 
designated as official stations. It is Z 


our plan to cause an inspection to no cause for complaint these days. We can’t say ho, 
|be made of each establishment for | | hum, there’s no news and nothing to write about. We scribes 


which an application is filed. : . 

“Following out a plan suggested | lcer tainly are being taken for a ride right now, and we never 
in a conference with John J. Halt} know what’s just around the next corner. 
of the National Bureau of Casualty | . — ee saat Snetann a ‘ 
and Surety Underwriters, and others Look at the past week, for instance. First General 
interested in this work, we propose | | Sebows arouses us from our naps with the new set-up which 
ito issue to service station owners | : > 

serially numbered books, each pase! puts W. S. Knudsen in control of Pontiac production in addi- 
of which will contain, bearing ioe to Chevrolet and I. J. Reuter made manufacturing head 


same number, a stub to be returned of Buick and Oldsmobile. On the heels of this, the unexpected 


+ * « 
Jim, How Couldja 
ao ck * 


Stewart News and Views 


- ” “ 





} 
| 





Chris Sinsabaugh— Detroit Editor 





Percy Owen in the Chips 








to our department by the official 

linspector, showing the condition of| formation of a supersales organization handling Buick, 
|the car and the adjustment neces- | Oldsmobile and Pontiac, with R. H. Grant given more work 
}sary; the second section will be a|}to do and Billy Blees elevated to a golden seat as sales 


| ifi j > “AS 
| certificate, the size of the _present manager. 
| registration cards, to be carried with * * * 


|the registration and to be shown as . a —* 7 : ; 
- |a prerequisite for the future regis- | FOLLOWS THE FORD debut with all the hist-hist 
j tration of the vehicle. The third st . . acec : aa ws ‘£3 . : 

. stuff as to ases 9s, specific: s rices 
| section Will be the last, to be pasted |" as to releases on picture s, specifications and prices. 
'upon the windshield to show law-| Then the start of the nation-wide chain of shows by General 
enforcement officials that the in-| Motors and the announcement c w Ply “xcite- 

aasion tes tien wes. Wud anes s and the ¢ nt of the ne lymouth. Excite 
ment enough for any one. 

And just so we won’t go to sleep over our reading, there 

comes the bing-bing stuff in the way of price reductions in 


the low-priced field, undoubtedly brought about by the lists 
;quoted by Henry Ford. First Chevrolet and then Pontiac, 
and as we write this we are wondering who will be next. 


able to fix the responsibility for the | 
conditon of the car upon the actual | 
official inspection station making 


“There will be no more perfunc- 
tory ‘pasting of labels’ upon the 
windshield in lieu of an actual ex- 


amination of the car. This prac- I’d say this fortnight is going to write more of 1932 
tice, unfortunately, was followed | automobile history than any other two weeks this year. We’re 
extensively in the so-called ‘Save-a- ot through vet 

Life’ campaigns previously held, and | ™ SA Fe. * * * 


destroyed the effectiveness of these 
orders. 

“The law now provides that there 
shall be a fine of $50, and in de- 
fault thereof imprisonment in the 
county jail for not more than ten 
days, placed upon the owner of any 
official inspection station permit- 
ting such fraud. 

“I wish to emphatically state that 
there is not a single garage owner 
in the State of New Jersey who has | 


FORGETTING THE HECTIC PRESENT as we fin- 
ish out the column, let me tell you of one of our old friends 
who is actually making plenty of dough these days—none 
other than Percy Owen, whom we all remember for his long 
connection with the industry and as the man who launched 
the Liberty car which gave Joe Fields his big chance to show 
his ability as a sales manager. Owen later was the auto- 
been guaranteed such an appoint-| Motive chief in the Department of Commerce at Washington. 


ment, and that to no person or per- | I've located Percy Owen. He’s in Grand Rapids, and 
sons have been designated the au-| for the past year he has been general manager of the Muller 


we to name the official sta- | Bakeries, Inc., with bread factories in Grand Rapids, Bay 
Commissioner Hoffman said that| City, Kalamazoo and Jackson—a master baker—so you can 
he would favor the compulsory in-| see how he is making so much dough. 
| spection being conducted this month * * % 
or in May, as a “spring houseclean- | er +X . 
| ing” of vehicles prior to the heavy | QUOTING FROM JIM BRA DEN’S column in the 


| motoring season. He said that he 
felt that the campaign would lose 
its effectiveness if conducted in the 
| fall, as was previously done, in view | 
| Of the fact that ears are not used 
as extensively upon the roads dur- 


“Old Chris Sinsabaugh, who was the 
initial automobile editor of the Daily News, is now writing 
for the Automotive Daily News, a trade paper. He persists 
in ‘experting’ about automobiles even at his advanced age, 


Chicago Daily News: 





vice-president and secretary, F. D. 
Richards vice-president and treas- 
urer, R. F. Field vice-president and | 
director, and Mrs. A. C. Schroeder, | 
assistant treasurer. 
President Ewald will be erates 
jin his managerial duties by J. 
The A 
mer will be assistant general man- 
ager in charge of production, and 
Mr. Nelson will act in a similar ca- | 
of operating activi- 


|crease of 88.4 per cent. 


BRIGGS BODY PAY ROLL 
INCREASED 59 PER CENT. 


Detroit, Mich., April 4—Improved 


conditions attributable | 


bile industry were reflected in the 
announcement today by the Briggs | 


Manufacturing Company of a 59 per 
cent. 
March in the company’s four large | engines, 
Detroit plants. 


increase in pay rools during | 


- Bodies for the new Ford and 
2532 Cottage Grove Avenue Plymouth cars as well as for many 
One CMe ot other well known makes are built 








by Briggs, 
tomobile body manufacturer. 


largest independent au- 





| ing the winter season. 


| many new car sales due to the fact | 


; the same period last year, 


land the Stinson Aircraft Corpora- 


although he cannot drive a car, never has driven or owned 
|a car and has no license to drive a car, according to latest 
news from Detroit, where the venerable Chris hobbles about. 
“How does he get away with it? He knows everybody 

found ready for the junk heap. 'who is anybody in the automobile family.” 
I stutter as I grope for words to answer this. This 


? 
LYCOMING'S OUTSIDE Jim Braden rests on his laurels as being the only newspaper 
SALES UP SHARPLY | man who ever kidded R. H. Grant on his Harvard accent, 


which was because this Braden is one of Yale’s All-America 
, April 4.—An in- | football heroes. So far as I am concerned, actions speak 
in the sale| louder than words. Tom Hay sold me my first car in 1907, 


of Lycoming engines to manufac- | p Ford. 


turers outside the Cord Corpora- | * * * 

tion group during the first quarter | —--- i aur om 1 . . 1 , 

a tn Gaek tee Gated Wee AND STILL THEY COME, this time Vol. 1, No. 1 of 
As you might suspect from the 


Car dealers believe that this test 
will not only increase service and 
parts business, but will result in 





that a large numbzer of cars will be 


Williamsport, Pa 


over the first quarter of 1931, was Stewart News and Views. 
reported today by W. H. Beal, pres-|,. pe s 

, title, it is the new house organ of the Stewart Motor Cor- 
| . . ° . e . a > 
|poration of Buffalo, which evidently recognizes my newly 


During the three months’ period ; ‘ ‘ ‘ 
these sales totaled 3,807 automo-| developed tendency to review publications of this sort. 
bile, airplane, truck, and industrial | As a reviewer, I'll say it is a readable sheet and well 


Se he said. | Prepared. One item catches my editorial eye, a paragraph 
These figures exclude shipments to| which tells of the Model 17 Stewart truck which has been 
the Auburn Automobile Company | un 382,150 miles by its owner, Charles Miller of Kingston, 

N. Y., who expects the old boat to do at least another hundred 


tion, with which Lycoming is affili- > 2 a 
thousand miles hauling fruit from New York to Kingston. 


ated through the Cord Corporation. | 
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Intelligent Direction Helps to Sell Cars 


Bushong Motors, Inc., of 
Philadelphia, Neither 


Leaves Men to Their 
Own Devices Nor Uses 
Overrestriction 


By K. H. Lansing 

Numerous methods have been put 
into practice by Bushong Motors, 
Inc., Oakland and Pontiac cars, 
Philadelphia, to produce sales effi- 
ciently, and resultant record has 
proved their worth. Careful direc- 
tion and supervision form a con- 
comitant part of the system. The 
salesmen are not left largely to their 
own devices to obtain prospects, ac- 
cording to George Gardner, the sales 
manager, nor are they hampered by 
too many inflexible rules. So far 
as possible, plans involving consid- 
erable waste energy, such as ringing 
door bells indiscriminately, are elim- 
inated. Monthly prize contests are 
used in order to stimulate best 
efforts at selling. 

The following account serves to 
show favored sources of sales, pre- 
ferred procedure, how a _ healthy 
Spirit of rivalry is promoted and 
how the men are paid. 

Every week.each salesman receives 
a list of thirty names of prospects, 
including owners of Ford and 
Chevrolet cars, as well as Oakland 
and Pontiac owners. 

It is recommended that each sales- 
man make at least ten calls and 
hold at least seven interviews a day, 
independent of the list of thirty 
names with which he has been sup- 
plied. 

Each salesman has his turn on 
the salesroom floor and on the floor 
of the service station, which is in 
another locality. Three salesmen at 
a time are assigned to salesroom 
floor duty, and two at a time to the 
floor of the service station, where 
there is a small display of new 
models and demonstrator cars. 

Each salesinon receives a list of 
owners wito have not been in the 
Service S.ation for ninety days, and 
when he cucceeds in bringing such 
an owner in for service he receives 
10 per cent. of the resultant revenue. 

Under what is termed the “yellow 
book” system, applying only to per- 
sons not in the firm’s employ, each 
salesman is given an opportunity to 
get help in selling cars. 
works out as follows: 

“Yellow books,” to be given 
persons interested in finding pros- 
pects leading to sales of either new 
or used cars, in which case they are 
allowed a commission, are dis- 
tributed among the salesmen. Per- 
sonal friends, satisfied owners, 
garagemen are regarded as good 
sources for this work. The recipient 
of one of the “yellow books,” when 
he has supplied prospects who be- 
come customers of the firm, is paid 
on the following basis, the salesman 
who gave him the book and the firm 
each paying one-half of the com- 


mission: On an eight-cylinder new |! 


car, $10; on a six-cylinder new car, 
$8: on a used car, $5. 


Every morning each salesman 


receives a card, which he is to turn | 
in at night, headed, “Five People I} 


Asked to Buy a Pontiac Car To- 


day.” 


order to make these contacts, 


salesman go to some filling station | 


and chat for five or ten minutes 
with motorists who are having their 
car attended to at the station. 

It is essential that each salesman 
turn in, every Saturday, the names 
and addresses of at least ten inter- 


ested persons, to whom the Oakland | 
Motor Car Company, on their re-| 
ceipt at the factory, will send liter- | 
It is recommended that such | 
list include the name of the sales- | 


ature. 


man’s best prospects 

Bushong Motors maintains sepa- 
rate sales forces for the new and 
used car departments. While a new 
car salesman may sell used cars, or 
vice versa, the prospect in either 


case must be brought by him to the} 


Salesroom. 

Each salesman, when necessary, 
follows up his personal calls on pros- 
pects with telephone messages. 

Salesmen are paid a flat commis- 
sion on new car sales on the follow- 


The plan 


to | 


or | 


It is recommended that, in | 
the | 
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PLYMOUTH SHIPMENTS 
IN MARCH 323 PER CENT. 
OVER MARCH LAST YEAR 


(Continued from Page 1) 


Motors dealers for the first quarter 
of 1932, the announcement further 
stated, showed an increase of 236 
per cent. over the first quarter of 
last year. In January, February 
and March of 1931, Plymouth 
shipped 7,687 units, as compared to 
18,153 units during the same three 
months just passed. 

Announcement of the new, finer 
1932 Plymouth and the influx of 
orders from dealers occasioned by 
the announcement will mean fur- 
ther increases in production sched- 
ules for the remainder of April, as 
well as May and June, the state- 
ment indicated. 


STUDEBAKER EXPORT 
SALES UP IN MARCH 


(Continued from Page 1) 


passenger cars and trucks and 
Rockne Six passenger cars to deal- 
ers in export markets, were the 
largest for any month since October, 
1930,” Mr. Frank said. “Our export 
business for the month was 69 per 
cent. ahead of February and 91 per 
cent. ahead of January, 
| “Studebaker’s March business in 
| Canada showed an increase of over 
| 20 per cent, over March, 1931, and 
|was the best month since last 
| April,” he pointed out. “Sales to 
dealers in the Dominion were well 
ahead of January and exceeded 
February, which was the largest 
February in the Canadian com- 
pany’s history, by a comfortable 
margin. The first quarter showed 
an increase of 57 per cent. over the 
corresponding period last year. 
“While a good portion of the in- 
crease can be attributed to the 
Rockne Six, which is proving to be 
one of the most popular cars in the 
low-priced field,” he said, “a sub- 
stantial share of the gain was con- 
tributed by the new Studebaker 
passenger cars and trucks, which 
are meeting with remarkable ac- 
ceptance.” 


ILLINOIS MARCH 
SALES TOP FEB. 


(Continued from Page 1) 


both passenger car and commercial 
sales, Passenger car sales in Feb- 
ruary totaled 5,062 and commercial 
sales 758, comparing with the March 
totals previous given of 5,376 and 
780 respectively. 


ing basis without regard to trade-in 
deal: 

On an eight-cylinder car, $40. 

On a six-cylinder car, $30. 

In addition, the factory pays him 
a bonus on the following basis: 

On an eight-cylinder car, $9. 

On a six-cylinder car, $7. 

On the sale of any new car the 
salesman receives 10 per cent, on 
ithe equipment sold with it. 

Each salesman has a drawing ac- 
count that is_ straightened 
monthly. 

The monthly prize contests vary 
| considerably in form, in order to 
| sustain interest. Briefly, that just 
| held in March was planned as fol- 
lows: The sales force was divided 
into two teams, the winning team, 
or that scoring the larger number 
of sales, to receive 60 per cent. of 
the prize money, and the other team 
to receive 40 per cent., the amount 
of the prize money being divided 


Another form of prize contest that 
has been used is the “Poker Hand.” 
| It is necessarry to have five de- 

liveries of new cars made. On every 

delivery each salesman draws a card 

|from a poker deck, and the best 
| poker hand at the completion of the 
| five deliveries draws down a prize. 
An open sales meeting is held 
| every morning at 9 o'clock, and on 
|every Thursday night another 
gathering takes place, largely to 
discuss specifications and various 
| mechanical phases and to listen to a 
selected speaker. 


out | 


pro rata among the team members. | 








TOTAL SWEDISH TIRE 
IMPORTS DROP 12.5%; 
U. S. SENDS 11.5% MORE 


Washington, April 4.— Although 
total imports of tires into Sweden 
declined by about 12.5 per cent. in 
1931 compared with 
year, imports from the United 
States increased by about 11.5 per 
cent., according to a report from 
Acting Commercial Attache H. 
MacLean, Stockholm, to the De- 
partment of Commerce, Imports 
from the United Kingdom and Ger- 
many were reduced materially in 
this period. 

Conditions late in the year were 
distinctly advantageous to Swedish 
tire manufacturers, and as the year 
closed, local firms were gaining 
considerable strength 





eign competitors, Mr. MacLean 
stated. 
Original equipment business is 


now going almost entirely to Swed- 
ish manufacturers as there is a dif- 


ferential in price of about $15 a set | 


favoring the Swedish product. This 
is a sufficient margin to influence 
many prospective purchasers, it is 
pointed out, 

Mr. MacLean stated that one of 
the encouraging factors in the 
Swedish tire market at this time is 
the characteristic of the Swedish 
people to spend freely, which is ex- 
pected to result in a large percen- 
tage of the cars being operated 
throughout the year. 


CATCHY PHRASES 
USED IN ADS TO 
ATTRACT BUYERS 


Worcester, Mass., April 4.—Deal- 
ers in this city are doing consid- 
erable newspaper advertising to 
move their winter accumulation of 
used cars. Catchy phrases are used 
to attract the attention of buyers. 

“Do we recondition and guaran- 
tee our used cars? You bet we 
do!” This is the statement of the 
Henley-Kimball Company, Hudson- 


Essex dealer. Continuing, the ad 
reads: 
“We don’t offer a used car for 


sale in our place until it has been 

put in shape to give you comfortable, 

low-cost service. 
“And you don’t 


need to worry 


about money if you want a better | 


car. Prices are way down and be- 
sides we have a _ no-cash-down 
plan. Come in now. See the cars. 


Ask about this plan. 

“Here are a few. We have many 
more, all just as good bargains. 
All body styles. All popular makes.” 

Cohen-Goldsmith, Inc., says: “Do 
you know that we sell more cars 
than any other used car dealer in 
Worcester? The reason is variety, 
small profit, quick turn-over, fair 
dealings. Not only do we say so, 
but we can prove that your auto- 
mobile dollar will go further here 
than elsewhere. It will pay you to 
visit our salesroom before you pur- 
chase your car.” 

The Chandler Motor Sales adver- 
tises “Best selections in town,” 
listing cars priced from $175 to $975 

The Worcester Buick Company 
offers “a wide selection in other 
makes of used cars.” 

L. F. Harris, Inc., 
mouth distributor, 
good used cars,” 
$100.” 

The Packard dealer advertises: 
“The Packards we offer for resale 
have been traded in by some of the 
wealthiest people in Worcester 
county at a fraction of their former 
cost.” 


OWENS-!LLINOIS GLASS 
RECALLS 200 WORKERS 


Huntington, W. Va., April 4.—Due 


Chrysler-Ply- 
offers “twenty 
priced from $25 to 


to increased schedule of production, | 


approximately 200 additional work- 
ers will be recalled early next week 
at the plant of the Owens-Illinois 
Glass Company here. 

The improvement in business is 
attributed to the large volume of 
orders being received from the auto- 
motive industry. 


the previous | 


C. | 


against for- | 


| WARM WEATHER 
"AIDS CHARLOTTE 
| DEALERS’ SALES 


Charlotte, N. C., April 1. — The 
return of warm weather has brought 
prospective new car buyers of this 
section to life, according to reports 
from leading automotive dealers of 
Charlotte. 

Dealers’ lists of prospective buyers 
now are larger than at any time in 
the past fifteen months, and, de- 
spite the unfavorable effect of the 
recent cold wave on new car busi- 
ness, some of the dealers are fore- 
casting that the March sales total 
will be substantially better than that 
of February. 

Dealers firmly believe that the 
second quarter’s business this year 
will be considerably above that total 
for the 1931 second quarter. Sales 
campaigns are being planned on a 
basis of that expectation, according 
to reports. 





| While the “very fine reception” | 
lthe Carolina motoring public has 
| given the new model Nash car is 

pleasing to F. R. Lubbock, sales 
|manager of the’ Burwell-Harris 
| Company, the fact about current 
| business which seems to please him 
|}most is that “the improyement in 
i we are having now is real, 

for you can see it in the cash 
| drawer.” 


| being confident that the return of 


|fair weather will bring out a rela- 


tively large volume of automobile 
|buying. “For more than eighteen 
}months we have kidded ourselves 


}along and used psychology in busi- 
ness, but we could not enter the re- 
| sults in the cash book. Now busi- 
|} ness is better, and we know it, for 
we can see it in cash,” he said. “You 
know money still talks.” 

| A particularly vigorous campaign 
| for sales of used cars now is being 
conducted by this company, which is 
the Charlotte retail dealer in the 
| Nash lines of cars, 2S well as the 
| Nash distributor for the Charlotte 
| territory, “We are getting a very 
(fine reception for the new model 
Nash car, not only in Charlotte, but 


|}also over the Carolinas,” said Mr. 
; Lubbock. 
Early and substantial expansion 


in automotive sales was forecast by 
J. L. Spivey, retail sales manager of 
Hoppe Motors, Inc., Chrysler distrib- 
utor here. 

“We are working hard at used car 
sales now to clear the floors of used 
cars in preparation for handling new 
car business when the 
of the recent cold weather have 
passed,” he reported. 
of course, was only 


a temporary 


have run up a nice sales record for 
March.” 

Byron Scott, executive head of the 
Scott Buick Company, states that 
the salesmen of his organization are 
proving successful in converting 
prospects into new car purchases. A 
special campaign in behalf of a low- 
priced closed model Buick is now be- 
ing made. 

The used car situation is expected 
to clarify considerably with the in- 
jetroduction of the new Ford cars, 
dealers believe. Hundreds of prospec- 
| tive used car buyers have been held 

off by rumors of a low-priced Ford 
which will be placed on the market 
|}soon, Sales of late model light cars 
| selling at $300 or $400 have been 
| considerably hampered for this rea- 
son, and dealers throughout the sec- 
|tion are expecting a favorable turn 
|}in the used car market as soon as 
the new Fords are placed on sale. 





FISHER AUTO COMPANY NEW 
PLYMOUTH, DE SOTO DEALER 
St. Louis, Mo., April 1.—The 

Fisher Auto Company, 1651 South 

;Grand Boulevard, has just been ap- 

pointed a dealer for Plymouth and 

De Soto automobiles, according to 

an announcement by George Weber, 

president of Mound City Motors, De 

Soto distributor. 


NEW CHEVROLET DEALER 

Arcadia, La., April 4 (UTPS).— 
Articles of incorporation have been 
filed with the secretary of state at 
Baton Rouge by the Wise Chevrolet 
Company. The capital stock is given 
as $5,100. 


| Mr. Lubbock expressed himself as | 


aftereffects | 
“The weather, | 


hindrance, and by the close of the | 
month I am confident that we will | 


AGAINST FURTHER 
MOTOR TAXATION 


| (Continued from Page 1) 


hicles, we paid almost $1,000,000,000 
in taxes on the property value of 
our cars and for license tags, in ad- 
dition to the daily tax for gasoline 
consumption, The need for creat- 
jing increasing revenues to get our 
government out of the woods has 
set covetous eyes on this little Red 
|Riding Hood of the tax world. The 
|} painless way in which the gasoline 
|tax is extracted is like a fairy 
story. First, it was one cent a gal- 
|lon, then two, then three, and now 
in some states seven cents—a tax 
equal to the entire cost of the com- 
modity, which is startling to say the 
| least. 

| In the last ten years the average 
|price of gasoline has been reduced 
|from 30 cents to 13 cents. In the 
|meantime, the gasoline tax has been 
jincreased 30 per cent., while the 
average tax today is approximately 4 
jcents a gallon. The three most tax- 
jing words in our language today 
jare “Fill her up.” Five hundred and 
twenty-five million dollars was paid 
at the roadside gas stations last 
jyear. The growing tendency to use 
ithis fund for the support of every- 
|thing in the world outside of the 
(original conception—the building 
;and maintenance of highways—is at 
ithe seat of the trouble. 

Another thing has come out of the 
;sudden inflation of these direct gas- 
oline taxes—it has created gasoline 
| bootleggers who thrive on all sorts 
|of schemes of tax evasion above 2 
lcents a gallon. The higher the tax 
{the more sinister this lawlessness 
|will grow. It is claimed that this 
jnew member of the bootleg family 
|outshines the better known ones. 

When it is realized that a great 
|majority of car owners have in- 
comes of less than $3,000 a year, it 
}means only one thing—their fru- 
|gality in the purchase of a car is 
| being taxed beyond a _ reasonable 
|limit. To put gasoline taxes up $0 
|}high that the people cannot afford 
|to run their autos will kill the 
goose that lays the goldex_ egg. 
| There is another reason: more than 
four million peuple earn their living 
from motor vehicle production, and 
every state in the Union supplies 
raw materials, such as petroleum, 
rubber, glass, steel and a thousand 
other items of production. 
| The plain facts are that the auto- 
|mobile owner now pays. taxes 
amounting to 18 per cent. on the 
|} average value of his car, as com. 


lag ff PROTESTS 











;}pared with 2.4 per cent. for im- 
|} proved real estate. Thoughtlessly, 
efforts to obtain disproportionate 


revenue from gasoline taxes, because 
it 1s so easy, will sink the wheels of 
the automobile industry into the 
mire more effectively than anything 
else. Every one connected in any 
| way with the oil business, the auto- 
|mobile industry, or who owns and 
operates a motor vehicle, should 
;}have no misunderstanding on this 
point. 





| EVANS TO TOWER MAGAZINE 
ON AUTOMOTIVE ADVERTISING 


New York, April 1. — Alfred M. 
Evans, formerly of the New York 
| World and until recently Eastern 


sales manager of Dee Wite, Inc., has 

|} become associated with ‘Tower 
| Magazines, Inc., in charge of auto- 
motive advertising. 


AUTOMOTIVE 
EXECUTIVES 
Coming to BUFFALO 


If 





you like real home 
away from home, 
Lenox. Large, comfortable rooms, 
luxurious beds and food that 
brings you back again and 
again, 


comforts 
Stop at Hotel 


. . .$2.00 to $3.50 
. $3.00 to $6.00 


Single Rooms 
Double Rooms 











Family Suites ...$6.00 and up 
| Excellent road maps and 
booklet, free on request 
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: Public Interest 


ITH the 1932 shows a matter of history, we have 

before us a brief compendium that is of real interest 

to the automotive industry. The table, which we print 

below, shows the increase in attendance at automobile shows 

during the past winter in twenty-seven of the key cities of 
the country. 

In spite of the fact that early buying has not been what 
we had hoped it would be, nevertheless this table shows that 
the interest of the American public in motor vehicles has not 
waned. It points unmistakably to the fact that economic con- 
ditions and not lack of interest have caused the hesitation in 
buying this year. And to this we must add the potent factor 
of a delay in announcement of the new Ford models which 
has caused many people actually in the market for new 
transportation to delay the final purchase. This factor is 
now finally cleared away. 

In the following table the figure opposite the name of 
the city represents the percentage of increase in show 
attendance this year over last. It will be noted that only in 
two major cities, Chicago and Milwaukee, were there 
decreases in the number of paid admissions at the exhibi- 
tions. In part, this can be attributed to atrocious weather 
conditions and, even more, to local financial situations. The 





New York city. 


oe 








table follows: 

DE: Sic cecnnecneseesss 68 PND og ica 400 00d000 38 
i. weeds eoccccsceccese 0 EE os 6s ccseevnas stews 13 
I ot hc eaees a Gis 30 New York......... eheabacas 17 
PEED ac ceceeesesoccsenees BE. | GARD. 0 vcanccces. seneecees 9 
Chicago ....ccccccccccccces *27 Philadelphia ...... sneeoences 13 
Cincinnati ..ccccecercccccces © | PRGRIRUPEE 2. cccccces sccceee MOE 
Detroit ..... eccccccccccccecs 25 | Portland, Me.......... cane 42 
Elmira ..... sebuatenessceeeus De 1 IE 5 56 c.ncaeeectsacas 38 
Harrisburg ....ccccccessescees 100 | Rochester ........ seeccces 15 
Hartford .....cccccccccseees 10 | San Francisco...... seccccces 50 
Louisville .....+..ccccecess 54 | Scranton .......... eeecccces 36 
ee NOE... cccccccsesecs: MMOOM | Serlbetied ...ccccce hascaee 20 
Milwaukee ...... incacennes *2 tig bud ahi and aes baa 32 
BERMORDOUS 2c cccccocecesccs 20 | *Decrease. 


All of which proves that the interest is there, and given 
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In This Corner.... 


Opinions, suggestions, complaints, criticisms, grievances or what 
have you. Open to every one to say anything, anyhow, any time. The 
communications printed in this department represent the ideas and 
opinions of our readers, They are not necessarily ours. If you have 
something to say en any phase of automotive activity, wholesale, retail 
or abusive, let us hear from you and we will tell the world. 


Factories Should Insist on 
Dealer Profits From 


Used Car Sales 


Automotiye Daily News: I have 
been reading the various discussions 


of the used car problem, dealers’ 
troubles, dealer policies, etc., in your 
paper and others for years and have 
tried several schemes myself, all to 
no avail, and I have come to the 
conclusion that we have all been 
missing the real trouble. The fact 
is that all of the manufacturers’, and 
dealers’ troubles, too, ars traceable 
back to the used car, in my opinion. 

If it were not for the used car 
losses the factories would have no 
trouble getting the dealer to put in 
the service equipment and the place 
of business that they would like for 
him to have; no trouble with him 
over base of commissions to sales- 
men; the shop men would get paid 
off Saturday night, and everything 
would be lovely, for the reason that 
the dealer would have a chance to 
get a profit out of the business. To 


| COMING EVENTS | 


APRIL 


2-10—Detroit, Mich. Aeronautical Cham- 
ber of Commerce, National Aircraft 
show. 

6—Detroit, Mich. Society of Automo- 
tive Engineers, 21st National Aero- 
nautical meeting. 

7-30—Tel Aviv, Palestine. Levant Fair. 

11-16—Boston, Mass. American Oi] Burner 

Association, Ninth Annual Conven- 


my mind, there is only one thing 
that can be done about it, and the 
factory must do that. 

If the manufacturers would get 
together and adopt a policy with 


their dealers nationally, that would 
compel us dealers to make a profit 
on used cars instead of all of them 
hoping that we will be able, by some 
miraculous means, to come some- 
where near breaking even on them 
the next year, I think the show 
would be over if they enforced the 
rule. It seems to me that the fac- 
tories and we dealers are a pretty 
dumb lot when the largest industry 
in this dear old U. S. A. is in such 
a condition that they start out a 
new year and hope they will break 
even on 50 per cent. of their gross 
sales during the next year. Isn’t 
that what they advocate to the 
dealer? Try and come out on the 
used car? 

I ask you, “What would you think 
of the dry goods merchant who had 










































Would you not advise him to throw 
out the lines that he had no hope 
of making any money on? Per- 
sonally, I can see no sign of intelli- 
gence on our part to continue the 
way we have been doing in the past 
because this is bound to be more 
of a load in the future than it has 
been in the past as our new car 


5- 


tion. 
oe Park, N. J. Automobile volume drops. As long as the new 
ow 
12-27—Milan, Italy. International Auto-| Car volume held up we could take 


the used car loss with less shock, 
of course, but any of you dealers 
will agree that you have felt the 
loss the last year or so. Let’s see 


mobile Salon. 

21-22—Cleveland, O. National Petroleum 
Association, semi-annual meeting, 
Hotel Cleveland. 

23-May 2—Zagreb, Jugo-Slavia, Automobile 


Salon. : 
27-29—New York city. American Welding how such a policy would work out. 
Society, If I knew that every dealer in my 
MAY locality was forced by his factory 
1- o—Penson, Poland. International Pate. to make, say, 15 per cent. gross on 
2- 6—Philadelphia, Pa. American Society 
ef iechaninel Meaiesrs  manaes- all his used cars, regardless of the 
ment division meeting. make of car he was selling, and you 
4- +more, Sowel, National For-|cqme in with the old pile of iron 
eign Trade Council. * 
4- 7—Dublin, Ireland. Commercia] Car to trade me on a new car, do you 
2 mew, pi dicia t think I would let you make a 
te ee ae °F! monkey out of me by telling me 
7-16—Budapest, Hungary. International] that old, old story about what you 
Fair, were offered down the street? 
12-13—Cleveland, 0. American Gear : a 2 
Manufacturers’ Association, meet- be is very —_ Games of suc- 
ing cess Of any one dealer or manu- 
16-20—San Francisco, Cal. United States facturer otiieae trvi such a licy 
Chamber of Commerce, annual - ying policy 
meeting, alone for obvious reasons, 
19-20—Chicago, Ill. National Battery Ford tried that one time, I re- 
Manufacturers Association, meet- 7 





a break in the general economic gloom, we shall have motor 
vehicle buying on the same scale that used to be considered 


normal. a A 
‘Pep’ Week 


HE picturesque slang word “pep” has received such 

abominable abuse at the hands of our vast army of 
elbow workers and fake efficiency experts that it is scarcely 
safe to use it now. But this small word does so exactly 
describe the doings that are under way in the automotive 
industry this week that we have ventured to drag it out of 
the garbage can. 

This week General Motors is launching its nation-wide 
shows in fifty-five key cities and backing them with impor- 
tant advertising campaigns. 

Chrysler is announcing a new Plymouth and telling the 
world all about that interesting infant in newspapers and on 
billboards. 

Studebaker is putting on a drive with the slogan, “A 
new car is a badge of honor.” Every Studebaker dealer is 
joining forces for this drive. 

Auburn is continuing its dual ratio demonstration cam- 
paign with intensified force. 

Graham-Paige, Hudson, Hupmobile, Nash, Packard and 
Reo are intensifying their advertising efforts during the next 
few days, using newspapers, billboards, magazines and radio 
publicity to urge car buying. 

And the Ford organization is presenting its new models 
to the world, backing the introduction with far-flung adver- 
tising effort. 

. Regardless of the outcome, it is a gallant effort and 
deserves more co-operation than our Congress seems dis- 
posed to give it, with the evident intention in Washington 
to impose a sales tax on the automotive industry, 





member, several years ago and did 
not make it because he had no 
support, It seems to me that this 
thing has gotten to be such a prob- 
lem to the factory that they should 
all be glad to get together on some 
program that would get us all well 












ing, Hotel Sherman. 
23-28—Chicago, Ill. Radio Manufacturers 
Association, meeting, Hotel Sher- 


man. 
25-28—Belfast, Ireland. Commercia] Car 
Show. 
30—Indianapolis, Ind. 
500 Mile Sweepstakes. 


Internationa) 


JUNE 
Bordeaux, France. Automobile | at one shot. If such a policy were 
OW. adopted, the factory would have to 
Cork, Ireland, C ial C , 
Show, es (COmmercial §=“4T | eliminate the curb stone dealer as 


Paris, France.—International Auto- 


he now is, and becau 
mobile Manufacturers Association 22 . ° se of whom we 


have all suffered, and make him 
either get in the business all over 
or else get out of it entirely, because 
unless he had an accounting system 
that was accurate they could not 
check him up on his used car op- 
eration, and he would be just as 
bad as he is now. Of course, I 


sixth annual Motor Transport 
Congress. 

1- 8—Tulsa, Okla. American Petroleum 
Institute, mid-year meeting, Mayo 
Hotel. 

8-11—State College, Pa. 
ciety of Mechanical Engineers, Na- 
tional Oil and Gas Meeting. 

12-137—White Sulphur Springs, W. Va. 
Society of Automotive Engineers, 
summer meeting. 


American So- 


20-24—Atlantic City, N. J. American So: realize that there would be a lot of 
ciety for Testing aterials, annua y 

meeting, Chalfonte-Haddon Hall. detail to work out to perfect such 

sana a policy, but it can be done and the 

sities. GT iain “deaibembie factories could do it and enforce it. 

Soa If I could buy used cars at the 


figure they should be bought for, I 
could sell them to a purchaser at 


5- 9—Southampton, 
cial Car Show. 
9-10—Belgium. 


England. Commer- 


Grand Prix Automobile 


am Race. a figure and on a basis that he 
T-=Sioomneny. Grand Prix Automobile | woyld pay for them, and the Te- 
20-22—Llandrindod, Wales. Commercia) | Possession jinx would be at a mini- 

Car Show. mum. 
OCTOBER If I was compelleq to make money 


3- 7—Washington, D. C. National Safety 
Council, meeting. 
3- 7—Buffalo, N. ¥. National Metal Ex- 
osition, 174th Regiment Armory. 
. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director. 
7j—Buffalo, N. Y. National Meta! 
Congress. Sponsored by American 
Society for Steel Treating, with co- 
operation of American Society of 
Mechanical Engineers, Institute of 
Metals and Iron and Steel Divisions 
ot American Institute of Mining 
and Metallurgical Engineers, Ameri- 
one Welding Society, Wire Associa- 
on, 
6-16—Paris, France. International Auto- 
mobile Show, passenger cars. 
13-22—London, England. Olympia Show. 


on my used cars I would have to 
Start out with an appraisal sheet 
when I looked over a used car, to 
be sure that I knew what I was 
going to have to spend on the car 
before I took it in, instead of dis- 
covering that the back end was 
about out or any of the other things 
that you find out after you get them. 

If I knew the other dealer had to 
do the same thing, I would have a 
chance to make a sale on the basis 


such an ambition for his business?” | 
|signs of being dumb in the past. 











salesmanship, instead of on account 
of my being the best shock absorber, 
as it generally is now. As it is now, 
the best shock absorber gets the 
business as long as he can last. The 
general public evidently thinks the 
automobile dealer is a chump and I 
cannot blame them, for their ex- 
perience with us would justify that 
opinion, especially if they had a car 
to trade off and shopped around a 
little with it. 

The banker, as a rule, is not so 
hot about the automobile dealers’ 
business, I have noticed, and I can- 
not blame him when I look back 
over what he has had to contend 
with in some of the cases I have 
known of. 

When this automobile dealer gets 
to operating on a good business 
basis we will get all the support 
needed from the banks, in my opin- 
ion, and it will save us plenty of 
interest when we get that way that 
we now have to pay. 

I have thought this matter over a 
good while and believe in it strong 
enough that I am going to write my 
factory on the subject similar to 
what I am writing here, and if any 
of you other dealers get the idea 
that this scheme would do what I 
think it would, just get on the line 


| 








with your factory officials and let’s 
get something done about the mat- 
ter if we can. Don’t write the branch 
manager or any of the little pistols 
in the organization. If you do, they 
will file it in the waste basket. Take 
a shot at the main guy, whoever he 
is, in a plain envelope, and address 
him personally, and maybe you will 
get past the office boy and the rest 
of the hired help with your*letter. 

I think the big boys are sitting 
up nights about this thing the same 
as you are, perhaps, and they might 
welcome some suggestions from the 
firing line, even if we have shown 
I 
am assuming that you dealers who 
may read this are about like I am, 
perhaps—just average dealers, and 
have realized something was wrong 
for some time and did not know 
what it was. What I propose may 
be the bunk, but what I am telling 








of the merit of my car and my represents the new firm. 


you is wrong is not the bunk, and 
you know it. If any of you are so 
high-powered that you do not feel 
the need of the factory doing any- 
thing more than they have in the 
past in this part of the business, 
just stay right in there and say 
nothing about it and the factory 
will assume you like it “as is.” 

I know if my factory notified me 
that some sort of policy as this had 
been adopted by all factories, and 
that they were going to cancel out a 
dealer as their representative that 
could not make money on his used 
cars, and that I could depend on 
this handling of my competitors by 
their factories, it would tickle me all 
over, and I believe we would get 
the job done and at the end of the 
year have some cash money in the 
bank instead of a lot of supposed 
profit in paper sold to some finance 
company, or else tied up in old iron 
in the used-car lot. 

Yours for bigger and better home 
institutions, 

R. L. KLEIN, Prop., 
Klein Motor Company, 
Norman, Okla. 
CHEVROLET DEALER. 


CANADA CAR EXPORTS 
SHOW FEBRUARY GAIN 


Montreal, April 4.—Export of 
passenger automobiles from Canada 
in February showed an increase over 
the previous month, according to 
figures just issued by the Dominion 
Bureau of Statistics. Total pas- 
senger cars exporte? in February 
numbered 233, which compaies with 
225 in January and with 881 in Feb- 
ruary of last year. 

Total exports of automobiles and 
trucks reached a value of $218,413 
in February, distributed as follows: 
United Kingdom, $4,134; United 
States, $10,994; other countries, 
$203,285. This figure compares with 
$256,327 for January and with $730,- 
777 in February, 1931. 
DIAMOND MOTOR PARTS 

NEW PITTSBURGH JOBBER 

Pittsburgh, Pa., April 4—Diamond 
Motor Parts, Inc., has been char- 
tered, with a capital of 500 shares of 
no par common stock, to establish 
and operate a wholesale and retail 
automotive supply business. The 
Capital Trust Company, Dover, Del., 
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Key City March Sales 
Top February Showing 


(Continued from Page 1) 


a basis of comparative value rather 
than comparative price. The De 
Vaux, backed by the $28,000,000 re- 
sources of Continental Motors Cor- 
poration, is making a 
drive for dealers which has placed 
the organization in a stronger posi- 
tion at the opening of the fateful 
month of April. 

The used car market is still a sore 
spot, which is unquestionably a re- 
sistance point in the otherwise well 
organized April sales drive. Deal- 


ers are inclined to the opinion that | 


little progress can be made in clear- | 
ing up this phase until manufac- | 
turers lend their support and in- 
fluence to 
adopt saner measures in regard to 
used car handling. Some are urg- 
ing manufacturers. to 
ban used car trading by new 
dealers. Others urge that manufac- 


turers hold the threat of cancella- | 


tion over any new car dealer who 
fails to make a profit on used car 
sales during the coming year. Stil) 
others maintain 
are too paternalistic at present and 
that dealers could solve the 
car problem if their obligations to 


manufacturers were less stringent. | 


One other factor which affects 
the market at the present time is 
the uneven distribution of money 
in most sections. 
still a sales resistant and with most 
people short of funds it is like play- 
ing pinochle when one player has 
garnered all the chips. The coming 
of spring with its possibilities 
increased public works end_ the 
agitation to permit the Reconstruc- 
tion Finance Corporation to pur- 
chase bonds issued by municipalities 
for public works, thus making ac- 
tual funds available for this work, 
are considered hopeful signs. Some | 
dealers favor the full payment of | 
the veterans’ bonus as a means of 
redistributing the chips. 

The banking situation is much im- 
proved, Col. Ayres, a leading econ- 
omist, has declared that the finan- 
cial crisis is already past and this | 
statement is borne out in the fewer | 
bank failures during the past month. 
If manufacturers will join with 
their dealers in relieving the used 
car situation; 
speeded throughout the 
and more money put back into cir- 
culation the automotive industry 
would beyond doubt get the support 
it Now needs to pull the country 
out of its doldrums. 

In view of its courage, fighting 


spirit and past contributions to the | 


welfare of the country it would 


seem that the industry deserves bet- | 


ter than to have its products sin- 
gled out and classified with cos- 
metics, chewing gum, rubber, light- | 
ning rods and so forth to be plas- | 
tered with a special tax when beers, 
wines, liquors and so on go tax free. 
It may be argued that the latter 
products do not legally exist in this 
country and therefore are not legal- 
ly taxable, but this argument will 
scarcely stand in the face of the 
fact that incomes derived from the 
illicit merchandising of these prod- 


ucts are now taxed, which is already | 


an indirect tax on beer, but un- 
fortunately one which yields only a 
fraction of the cost of attempting | 
to keep these products beyond the 


pale. ; Chevrolet, 255; Chrysler, 45; 
Reports from six key cities| Cord, 2; De Soto, 61; De Vaux, 2: 
throughout the United States for| Dodge, 45; Durant, 5; Essex, 17; 


March are as follows: 


San Antonio, Tex. 

San Antonio, Tex., April 4—New 
passenger car sales for March in 
this city totaleq 284, as against 260 
in February this year and 500 cars 
in March last year. 
in March this year were 34, as com- 


pared with 24 in February and 56 in| 


March, 1931. 
Antonio in 
compared with 655 
1,273 for March, 


Used car sales in San 
March totaled 685, as 
for February and | 
1931. More than} 


25,000 people viewed the new Ford | 


eight on its first public appearance 
here. The three Ford dealers re- 
port many orders closed during the 
first day. 


St. Paul, Minn. 

St. Paul, Minn., April 4.—Sales of | 
new passenger cars in Ramsey coun- 
ty, in which is located the city of | 
St. Paul, during March were 391, as 
compared with 1,041 in March last 





successful | 


force their dealers to} 


completely | 
car | 


that the makers | 


used | 


Unemployment is | 


for | 


if public works are | 
country | 


New truck sales | 


jyear, New truck sales totaled 62, as 
|compared with 98 in March last 
|year. New passenger car sales for | 
jthe first quarter of this year were 
| 1,043, as compared with 1,721 in the 
|first quarter of 1931. New 

|sales during the first quarter 
lyear totaled 218, as compared with 
| 183 for the first quarter last year. 
|(Figures supplieqd by the St. Paul} 
Automobile Dealers, Inc.) 


truck | 
this | 


Detroit, Mich., April 4— Wayne | 
| county registrations for March 
show a slight decrease from 
| February count. There were 2,462 
| passenger cars titled as against the 
2,555 in February. Comparing this 
| March with the one of 1931, there} 
lis a wide discrepancy, 5.240 repre-| 
senting sales in March, 1931. 

March truck registrations ex-| 
ceeded February’s, 254 to 205. March, 
1931, there were 353 commercial 
| vehicles tagged. Individually this 
month Chevrolet led the field with 
| 502. Ford has 89, which shows the 
effect of the pause caused by wait- 
jing for the new models. 





Louisville, Ky. 

Louisville, Ky., April 4—March 
new car sales in Louisville totaled 
276, or just 50 per cent. of the 
March, 1931, total of 552, but 
showed an increase of four cars 
over February sales of 272. For the 
quarter total sales of new cars have 
been 861, as compared with 1,226 for 
the first quarter of 1931, or a de-|} 
crease on the quarter of 30 per cent. 

Miserable weather in March, rep- 

resenting the coldest March in 
Weather Bureau records, affected 
sales, along with the buyer policy 
of waiting to see the new Ford 
| models. 
In January an increase of 6.7 per 
cent. was shown with 313 sales, as 
against 292 in January of last year. 
February showed a decline of 29 per 
cent. with 272 sales, as against 382 
last year. With fair weather better 
things are anticipated in April. 











Cleveland, O. 


Cleveland, O., April 4—New car 
| sales for March this year totaled 
1,240 against last year’s total of 
2,349. 

Used cars in March this year were 
| 5,599, against 10,276 last year, ac- 
| cording to the Cleveland Automobile 
| Manufacturers and Dealers Associa- 

tion. 


San Francisco, Cal. 

San Francisco, Cal., April 4— 
| Total new car sales for March, in- 
| cluding March 26 last year, were 
|1,387. This year, 757, as follows: 
| Chevrolet, 109; Plymouth, 83; De | 
Soto, 65; Studebaker, 60; Ford, 58; | 
| Chrysler, 54; Buick, 50; Nash, 48; 
| Auburn, 31; Dodge, 31; Hupmobile, | 
/20; Graham, 17; Oldsmobile, 14; | 
| Pontioa. 14; Cadillac, 13; Pierce- 
| Arrow, 13; Rockne, 12; Hudson, 9; 
| Packard, 8; Essex, 7; La Salle, 7; 
Lincoln, 7; Willys-Knight, 6; De 
| Vaux, 2; Reo, 2; Willys, 2; Marmon, 
1/1; Rolls Royce, 1, and Willys- 
| Overland, 1. 


Los Angeles, Cal. 


| Los Angeles, Cal., April 4.—Regis- 
trations to March 26, 1932, Auburn, 
28 Austin, 3; Buick, 84; Cadillac, 
16; 


| Ford, 143; Franklin, 1; Graham, 20; 
| Hudson, 13; Hupmobile, 10; La Salle, 
/20; Lincoln, 16; Marmon, 2; Nash, 
| 33; Oakland, 2; Packard, 20; Pierce- | 
| Arrow, 5; Plymouth, 73; Pontiac, 22; 
| Rockne, 17; Reo, 3; Studebaker, 44; | 
Stutz, 1; Willys, 14; Willys-Knight. | 
4; Oldsmobile, 34; total, 1,052. Reg- 
| istrations to March 26, 1931, Auburn, | 
| 124; Austin, 49; Buick, 131; Cadillac 
| 37; Chevrolet, 682; Chrysler, 68; 
|Cord, 5; De Soto, 38; Dodge, 69; 
Durant, 29; Essex, 48; Ford, 1,141; 
| Franklin, 5; Jordan, 2; Graham, 24; 
Hudson, 32; Hupmobile, 34; La Salle, 

17; Lincoln, 12; Roosevelt, 1; Nash, 
38; Oakland, 31; Packard 20; Peer- 
| less, 3; Pierce-Arrow, 14; Plymouth, 


10; Pontiac 67; Ruxton, 2; Reo, 9; 
Rolls-Royce, 2; Studebaker, 70; 
| Stutz, 1; Viking, 2; Whippet, 23; 





| Willys, 43; Willys-Knight, 23; Wind- 
sor, 2; Oldsmobile, 57; total, 2,965. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 





;}money or 


NEW CAR SALES 


LOOK PROMISING, 
SAYS BANK HEA 


(Continued from Page 1) 


now. The streets are filled with old| who have been putting off buying | 
cars, many of which are practically 
junk. 
many people failed to buy new cars 
| because 





During the past two years 


have the 
But many 


did not 
credit. 


they 
the 


|others with funds or credit put off 
buying because 
about conditions in general and did 
not want to commit themselves to 
future payments. 


they were worried 


Business has 


|der to care for the rapidly expand- 


“During the past six weeks the 
situation has changed considerably. 
improved, at least 
from the standpoint of stabilization. 
There is no longer as much reason 
vl roe who have money put 

ay or who have regular incomes 
i. be woried about the future. This 
means that hundreds of families 


a new car for the last two years | 
may now be ready to go ahead.” 


PERFECT CIRCLE PLANS 
PLANT IN CANADA| 


) 


Hagerstown, Ind., April 4.—In or- 








ing Canadian market for Perfect 
Circle piston rings, the Perfect 
Circle Company of Hagerstown, 


Ind., has just announced plans for 
a manufacturing plant to be located 
in Toronto, Ontario 

The new plant, which is expected 
to be in operation within forty-five 
to sixty days, will have a capacity 
of approximately 100,000 finished 
piston rings a month. At the pres- 
ent time there are Perfect Circle 
jobbers located in all principal cities 
of the Dominion who will be served 
directly from the new manufactur- 
ing plant in Toronto. Supervision 
of the plant will be in charge of 
Robert M. Thomas, formerly of 
Thomas Manufacturing Company of 
New Castle, Ind. 











HUPMOBILE 


ANNOUNCES 


NEW PRICES 





FOR AMERICA’S FINEST 





S1X 


CREATING A NEW MARKET FOR ALL HUPMOBILE DEALERS 


As a leader in the i 
drive of the motor 


to stimulate and revive ac- 


tivity in this basic 
which is destined to 


country back to prosperity— 


And regardless of the prevail- 
ing tendency to raise motor 


ROADSTER 


ntensive 
industry 


business 
lead the 


SERIES 216 


CABRIOLET 


COUPE 
SEDAN 


car prices — Hupmobile an- 
nounces important price 
reductions which will make 
America’s Finest Six available 
to new thousands of motor- 
ists and which will immeasur- 
ably broaden the profit field 
for all Hupmobile dealers. 


NOW $795 
895 
895 
895 


Now 


NOW 


NOW 


DE LUXE EQUIPMENT ON ANY MODEL *55 EXTRA 


All Prices at Factory 


The Series 216 was first introduced at the 1932 Auto Shows 





HUPP MOTOR CAR CORPORATION... DETROIT, MICHIGAN 
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WHEN ADVERTISII 
Get ALL The 


No advertising is worth a great d 
Results for his product, new dealers and 
less a publication possesses cetta 
circulation, results will not be fort 
money spent. On these pages ate « 
by Automotive Daily News wéic 
many years and which will conti 
lication with the same advantages. 


High Reader 


Interest 


Visibility 


Repetition 


The editorial service of any publication determines the 
degree of reader interest. The subscription price is an 
index of the value the subscriber places on that editorial 
service. Automotive Daily News sells for $12 per year, 
not only the highest in the automotive industry, but four 
to twelve times higher than other publications. It is ac- 
knowledged to be the leading news medium in the auto- 
motive field and has a higher reader interest than any 
similar publication. 


Even though a publication possesses all other advan- 
tages, if it is not easy for a reader to see advertisements, 
money is wasted. In Automotive Daily News there are 
no buried ads—all copy is visible—regardless of size, all 
advertising copy is adjacent to news—the very thing for 
which the reader buys the paper. 


Advertisers should use the insertion-frequency de- 
manded by their merchandising problems. Repetition of 
sales argument is one of the most desirable methods yet 
found to make sales quickly, to create an impression and 
to continue that impression. In Automotive Daily News 
you have 260 issues per year—five times more oppor- 
tunities than a weekly publication—over twenty times 
more opportunities than a monthly publication. You 
have the privilege of directing your sales message to the 
trade whenever you want it and with any frequency you 
want to, depending on your needs, not on the needs of 
the publisher. 











American Cable 


Auburn 


Bendix t 
Bijur 

Bohn Aluminum 

Bragg Kliesrath 
Brockway 

Budd Body 

Budd Wheel 

Buick 

Bundy Tubing 


Cadillac 

L. C. Chase 
Chevrolet 

Chicago Tribune 
Chrysler 

Collins & Aikman 
Continental 
Continental DeVaux 
Cord Corporation 


Defiance Spark Plug 
DeSoto 

Diamond T Motor 
Dodge Bros. 

Dolve Valve 


Eastern Automotive Parts | 
Electric Autolite 
Electric Storage Battery 
Ethyl Gasoline 
Federal Motor Truck 
Fisher Body 
Franklin Motor 
Gabriel Snubber 
General Electric 
(Tungar Div.) 
General Electric 
(Gear Div.) 
pi< 











ws 


| 


| 





» Advertisers 
Vho Use 


otive Daily News 


ux 


lug 


ve Parts 


attery 


uck 


4 


a 


Graham Paige 


Hudson 
Hupp 


Kelsey Hayes Wheel 


Libbey Owens Ford 
Link Belt 

Lycoming Mfg. 
Marmon 

Motor Improvements 
Motor Wheel 
Murray Body 


Nash Motors 

National Batteries 
New Departure 

New York Daily New: 
Norma Hoffman 


Oakland 

Oldsmobile 

Pierce Arrow 

Pines Winter front 
Pittsburgh Plate Glass 
Reo 

Rinshed Mason 

Rockne 

Ross Gear 

Startix 

Stewart Motor Truck 
Stewart Warner 

D. A. Stuart 

Studebaker 

Studebaker Pierce Arrow 
United American Bosch 
White Truck 

Willard Storage Battery 
Willys Overland 
Wisconsin Axle 


aliinmeee ieee 


AUTOMOTIVE DAILY NEWS, TUESDAY, APRIL 5, 1932 


ING TO THE TRADE 
ese Advantages 


| great deal unless the advertiser gets results—orders 
lers and distributors or whatever else he is after. Un- 
es cettain desirable qualities apart from numerical 
It be forthcoming in proportion to the amount of 
ges ate discussed the specific advantages possessed 
ch have brought results to advertisers for 
vill cgntinue to do so in this publication or any pub- 
‘antages. 


Multiple 
Readership 


Large Size 
Page 


Economy 


Subscribers themselves pass their copies on to an aver- 
age of over six persons. In dealer establishments where 
the dealer himself is a subscriber his salesmen want to 
read it. In some factories as many as twenty persons 
may read one copy. Thus the influence the paper exerts 
is far greater than the numerical quantity of its subscrib- 
ers would indicate. Just another reason why results are 
obtained economically. The paper is read by factory 
executives of all kinds—dealers, distributors and their 
salesmen, leading jobbers, etc. 


The tabloid size possesses many advantages, not only 
from the standpoint of sales message display but econ- 
omy as well. A publication of comparatively few tabloid 
pages is easy to handle, quick and easy to read. Thus the 
busy executive who buys the paper is able to read the 
news during the business day. Bulk in a news medium is 
not attractive to a big executive whose every minute is 
valuable to him. 


Advertising here gets attention value regardless of the 
size of the ad, hence the advertiser can get greater fre- 
quency in Automotive Daily News, on a given expendi- 
ture of money. Because of many bonus distribution 
issues throughout the year, advertisers get in addition to 
our regular subscribers over 500,000 added distribution 
among truck fleet owners, bus operators and other 
groups who buy vehicles, parts, shop equipment, factory 
equipment, accessories. Added distribution may be had 
at no added cost. There are no wasted advertising dol- 
lars when you use Automotive Daily News. 
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Crowded Showrooms Greet [222 °° "" “ °c Boe e's] HUDSON ESSEX OPEN 
— 'D -Macki ‘ 
Charlotte, N. C., April 4.—The Sanus Saabs of Rene. PACEMAKER SPRING 


New Ford in 


Various Cities 


(Continued from Page 1) 


advent and salient features of the 


new models in Chicago but it de- 
veloped that not enough of these 
cars reached the city to supply all 
dealers on the announcement date 
It is understood that only thirty- 
five units are here, whereas there 
are sixty-six dealers. 

At the previewings Tuesday and 
Wednesday in the Ford branch all 
of the cars shown were eights except 
one four upon which was mounted 
a commercial body. A show was 
staged utilizing movietones and 
pages who pulled back curtains that 
revealed one of the models on a 
turntable, following which more 
curtains were manipulated to pre- 
sent other models to the dealers, 
their bankers, fleet owners, sales- 
men, superintendents and newspap- 
ermen. 








AUBURN—%-cyl. 127 W. B. 
8-100 Standard Models 
Business Coupe.. .845/5 Phaeton Sedan.1,095 








§ 2-dr. Brougham 895/Speedster ..... 1,095 

4 Full Sedan.....945/7 Sedan (136 

Cus. Type Cabrio 995) W. B.)..... 1,145 
AUBURN—8-cyl. 127 W._B. 






Custom 8-100 Dual Ratio Models 


Business Coupe.1,045\5 Phaeton Sedan. . 2 








5 2-dr. Brough..1,095'Speedster .... 295 

4 Full Sedan....1.145'7 Sedan (136 . 

Cus. Type Cabri.1.195 W. B.)....... 345 
AUBURN—12-cyl. 133 W. B. 





12-160 Standard Models 





























Business Coupe.1,345|Cus. Type Cabrio.1.495 
5 2-dr. Brough. .1,3955 Phaeton Sedan.1,595 
4 Ful) Sedan 1,445'Speedster ..... 1,595 
AUBURN—I2-cy). 133 W. B. 
Custom 12-160 Dual Ratio Models 
Business Coupe.1,545| Cus. Type Cabrio.1,.695 
5 2-dr. Brough..1.5955 Phaeton Sedan.1.795 
4 Full Sedan 1,645|Speedster 1,795 
AUSTIN—4-cyl. 75 W. B. 
Business Coupe...330|\Runabout ....... 395 
4Sedan ......... 395/De Luxe Coupe... .525 
Standard Coupe. .395'2 Cabriolet .......550 
BUICK—8"cyl. 114 W. B. 
Models 32-50 
2 Business Coupe.935|4 Con.. Cp. Rdst.1,080 
8 Sedan .....e+s .995\5 Spec. Sedan...1,080 
4 Spec. Coupe...1,040/5 Con. Phaeton. .1,090 
5 Vic. Coupe....1,060'5 Spt. Phaeton. .1,155 
BUICK—8-cy!. 118 W. B. 
Models 32-60 
2 Bus. Coupe...1,250)5 Sedan _ .,....... 1,310 
4 Spec. Coupe. :1,290|5 Con. Phaeton. .1,310 
4 Con. Cp. Rdst.1.310'5 Spt. Phaeton. .1,390 
BUICK—8-cyl. 126 W. B. 
Models 32-80 
$ Vic. Tray. Cp.1,540/5 Sedan eoeee 1,570 
BUICK—%-cyl. 134 W. B. 
Models 32-90 
7 3pt. Phaeton. .1,675|5 Club Sedan. 1,820 
4C’try Club Cp.1,740|5 Con. Phaeton on +830 
5 Vio. Coupe....1,785|7 Sedan .....- . cas 
Vo 


4 Con. Cp. Rast. 1,805'7 Limousine .... 
5 Sedan - 1,805! 


CADILLAC—V-8. Series 355 B. 134 W. B. 
Fisber Bodies 

-eeee2,795/2 Roadster ....,.2,895 

5 Stan. Sedan ..2,895!2 Con. Coupe .. .2,945 


CADILLAC—V-3. Series 355 B. 140 W. B. 
Fisher Bodies 

6 Coupe .......-2,995|7 Sedan ....... 3,145 

5 Stan. Phaeton.2,995|5 Spt. Phaeton. .3,245 

5 Spec. Sedan. 3,045|7 Imperial ..... .3,295 

5 Town Sedan. .3,095/5 A. W. Phaeton.3,495 

$ Spec. Phaeton .3,095 


CADILLAC—V-8. Series 355 B. 140 W. 
Flectwood Bodies. 











2 Coupe 
























5 Sedan ....+.3,395/5 Town Cabriol..4,095 

5 Town Coupe. .3,395|7 Town Cabriol..4,245 

Tee sceeee 3,545!7 Lim. Brough...4,245 

TLimousine ...3,745) 

CADILLAC—V-12. Series 370 B. 134 W. B. 
Fisher Bodies 

2Coupe ........3,495|2 Roadster ..... 3,595 

5 Stan. Sedan ..3,595)2 Con. Coupe ...3,645 

CADILLAC—V-12. Series 330 B. 140 W. B. 
Fisher Bedies 

6 Coupe ........3,695|7 Sedan ....... 3,845 

5 Stan. Phaeton .3,695'!5 Spt. Phaeton .3,945 

5 Spec. Sedan 3,745|7 Imperial . 3,995 





5 Town Sedan .3.795\5 A. W. Phaeton. 4.195 


5 Spec. Phateon.3,795! 


CADILLAC—V-12. Series 370 

Fleetwood Bodies 
4,095'5 Town Cabriol..4,795 
-4,095|7 Town Cabriol..4,945 







B. 140 W. B. 





5 Sedan 
5 Town 





Coupe 





















PMOGOD woccecs 4,245'7 Lim. Brough.. 4,945 
7 Limousine 4.445) 
CADILLAC—V-16. Series 452 B. 143 W. B. 
Fisher Bodies 
2Coupe .......4,495)2 Roadster .....4,595 
5Stan. Sedan..4,595!2 Con. Coupe ...4,645 
CADILLAC—V-16. Series 452 B. 149 W. B. 
Visher Bodies 
5 Stan Phateon.4,695'5 Spt. Phaeton. 4,945 
5 Spec. Pheaton.4.795'5 A. W. Phaeton.5,195 
CADILLAC—V-16. Series 452 B. 149 W. B. 
Fleetwood Bodies. 
§ Sedan ... 5,095|5 Town Cabriol...5,795 
5 Town Coupe. 5,095'7 Town Cabriol...5,945 
TGOR ..cese 5,245'7 Lim. Brough.. 5,945 
7 Limousine ....5,445 
c ME VROLET—6-071. 109 W. B. 












Roadster 445;De Luxe Coach 
Sport Roadster. .485 Sport Coupe.. 
Standard Coupe. .490'5 Coupe ....... 
Coupe (5 win.)...490' Sedan 

POON saxseceses 195'Cabriolet oe 

Coach ...........495\Special Se dan. 

De Luxe Coupe...510'Landau Phaeton. .6%5 

CHRYSLER—6-cyl. 116 W. B. 

2-4 Roadster }2-4 Con. Coupe, 
(R.S.) 5 wire or | RS 5 wire or 
wood wheels...885' wood wheels ..935 

2-4 Conge (R.S.) 5 Con. Sedan, 6 
5 wire or wood wire or wood 

_ Wheels ..... -885! wheels 1,125 

5 Sec an, 5 wire or | 
wood wheels., .895| 





Newark, N. J., April 4—Thousands 
crowded theaters, halls and dealers’ 
showrooms to get a view of the new 
Ford V-8 models displayed through- 
out the state over the week end. 

Some dealers interviewed said that 
the crowds were too great to at- 
tempt to make sales, but others re- 
ported numerous sales made. 

Dealers are optimistic that sales 


this year will start booming as soon 
as deliveries are possible. Many 
Ford dealers kept their showrooms 
open all day Sunday. 

No estimate of the number of 
Ford sales made since the first an- 
nouncement under the “blind” sale 
plan, or since the showing of the 
new car, is available. Some dealers 








report orders exceeding 150, while 











| with the enthusiasm expressed by 


Charlotte branch of the Ford Motor 
Company, which has been compara- 
tively inactive for several months, 
was busy Tuesday with one of the 
largest meetings of automobile men 
ever held in the city. 

Dealers, salesmen and _ service 
managers from all parts of North 
Carolina and South Carolina were 


here for conferences and for their | 


first view of the new Fords. Almost 
2,000 persons were present during 
the sessions. 

W. F. Duckworth, manager of the 
plant, declared that he was delighted 


the dealers when they saw the new 
cars. 


HUPP PRICE CUT 
APPLIES IN CANADA 


Toronto, Canada, April 4.—Cana- 
dian Hupmobile dealers have al- 


The price revision went into effect 
in Toronto on March 28. 

The price reductions as made here 
apply only to the six-cylinder model, 
and range from a cut of $280 on the 
roadster to $155 on the convertible 
cabriolet. No changes in price of 
the eight-cylinder models are con- 
templated, it was stated. 


CORRECTION 


Detroit, April 4.—In a recent table 
giving Rockne prices there were 
some errors, the list including some 
models from the 75 instead of the 
lower priced 65 line. The following 
is the correct price list of the 
Rockne 65:— 

Standard De Luxe 





ready put into force the price re- 
ductions which the Hupp Motor Car 





EL) wien sah one a $636 $680 
Convertible Sedan., 695 740 
SEE, Sak eacdevkavus 595 640 
2 Pass. Coupe....... 585 630 
4 Pass. Coupe....... 620 665 
Convertible 4 - pass 

Perr Tre 675 720 





CURRENT PRICES OF PASSENGER CAR ‘MODELS 






























SALES CAMPAIGN 


(Continued from Page 1) 


| week call for the most elaborate dis- 
play and presentation in the history 
|of the company,” Mr. Abbott said. 
“Sales of automobiles as a result of 
all this concentration and effort 


should be augmented materially in 
the next few months.” 


GRAHAM PRODUCTION 
2,105 DURING MARCH 


Detroit, April 4—Graham-Paige 
production in March was 2,105 units, 
compared with 2,094 in February 
and 2,004 in March, 1931. Produc- 
tion for the first quarter this year 
totals 6,808, against 6,556 in the 
corresponding period last year, a 
gain of 3.8 per cent. 


























CHRYSLER—8-cyl. 125 W. B. GRAHAM—8-cyi. 125 W. B. OLDSMOBILE—8-cyl. 11642 W. B. REO ROY L—#- 
4G, GL A) ibéGen. Genes, Blue Streak—De Luxe. L.-32 Models, Sedan Victoria. L.985icoune . ’,.™"1,985 
5 wire or wood | (R.S.), 5 wire or 2Coupe .......1,1704 Coupe (R. S.).1,220 2dr. Sedan ......975)4 Dr. Sedan . 1,055 E i epee gre he 
WHOCIS cece 1,435' wood wheels..1,495 5Sedan .......1,220|\4 Con. Coupe....1,230 Bus. coupe ...... 975| Con. Roadster ..1,055 Sed REO ROYALE—S cyl. 135 W. B, 
5 Coupe, 5 wire or |5 Con. Sedan, 6 HUDSON 119 Sport Coupe ...1,025| Patrician Sedan.1,090 Co BD seeveceee 2.445 Con. Coupe. 2.445 
wood wheels .1,475| wire or wood N—S-cyl, 119 W. B. PACKARD—8-C l. 190 W. B —— 088 
5 Sedan, 5 wire or | wheels o- 1,605 . Standard Series sy 5 Sed . : oe ROCKNE—6-65, G-cyl. 110 W. B. 
wood wheels .1,475 Business os 995'Town Sedan 1 M80 COGAN eee en spe Standard Models 
. ee a ss ‘ Coach . -.+..1,025) Stan. Sedan 1,095 paniabiets a . 1387 W. B. 2 : 5 Se F 
aa. a a one — az B. 4 Coupe ..... 1,045'Special Coupe 1,115 7 Touring ...... 00 3 Club Sedan 2,775 om ‘oes Gone hendstes a o18 
2- » (R. |5 Con, Seda 2or4 Cou . .2,595|7 Sed a .-2,835 4 Coupe ...... "620 Conv. Sedat 5 
8 wire or wood | wire or wood HUDSON—8-cyl. 126 W. B. 5 Phaeton ” Fesels Bot Phaeton. on 4 Coupe tee eeees 620 Conv. Sedan . .695 
wheels ...... 1,925' wheels ++ 2,198 Sterling Series 2-4 Coupe Road-  |7 Sedan Lim.,...2.985 ROCKNE—6-65. G-cyl. 110 W. B. 
5 Sedan, 5 wire or | Sur. Sedan ....1,275 Special Sedan ..1,295 " ster ..........2,650/5 Con. Victoria. |3,195 5 De Luxe Models 
wood wheels. 1,945) 5 Sedan 2'685'5 Con. Sedan.. 3.250 2,Coupe - 63015 Sedan - ++ - 680 
CHRYSLER IMPERIAL—8-cyl. 146 W. B. HUDSON—8-cyl, 132 W. B. 5 Coupe ....... 2,745! ieee * eelOeny Bennet» oS 
|, .Custom Models Seustnn Gotan tien A PACKARD—8-Cyl. 142 W. B. onuun005 Gon : “4 
5 Cl. Cpld. Sedan |7 Sedan Limousine, ouring Sedan..1,445 Club Sedan 1,495 De Luxe Eight ROCKNE—6-75. 6-cyl, 114 W. B. 
6 wire or wood | 6 wire or wood Brougham 1.49517 Sedan ... 1,595 9.4 Coupe 3,150|5 Club Sedan 3.3 ‘ Standard Models. 
, wheels ~...-2,895! wheels sacvaee HUPMOBILE— 216. G-cyl. 116 W. B. 5 Sedan .3,245| 7 Touring event 4 Coupe .~ Conv Roadster ‘ bd 
7 Sedan, 6 wire or |5 Phaeton, 6 4 Roadster ......3! 75, Com. Coupe 495 2-4 Coupe Road- |5 Spt. Phaeton. .3,5¢ 5S _ Conv, Sedan ....795 
, Wood wheels.2,995| wire or wood | = 4Con Cabriolet "895 5 Sedan , AB. OR ave eseens 2530/5 Con. Victoria. .3,825 — ++ 735 
2-4Con. Coupe, _ wheels .3,395 5 Phaeton ... »0'5 Con. Sedan. 3,895 ROC KNE—6- 75. G-cyl. 114 W. B. 
Roadster, 6 ¥ {5 Con. Sedan, 6 HUPMOBILE—222.. &-cyl.. 122 W. B. 5 Coupe (R. 8.) .3,350! De Luxe Models. 
wire or woo | wire or wood 2 Coupe (RS)...1,295\5 Victoria ......1,360 i 2 Coupe ...730|Conv. Roadster . .820 
wheels ..3,295! wheels ....3,595 5 Sedan .1,295/5 Cab. Roadster.1,395 ene rpg =o 4 Coupe ..765'Conv. Sedan 840 
Cones -cyl. 13714 W. B. HUPMOBILE—226. &-cyl. 126 W. B. THRO scdacean 3,495|7 Sedan Lim 3,695 5 Sedan Sates aes 780 : 
Sedan ...... -+-2,305/Cabriolet _......2.495 2 Coupe (RS). 1,595'5 Victoria ......1.660 PACKARD—8-Cyl. 128 W. B. STUDEBAKER—6-cyl. 117 W. B. 
Brougham -2.395|Phaeton Sedan. 2.995 § Sedan .....,..1,595!2 Cabriolet Road.1,695 Light Eight SCONES vo cecees 90\4 Regal Coupe... S00 
DE SOTO—6 cyl. 113 W. B 5 Sedan ........ 1,750) 2-4 Coupe Road- Sa ees?" > a SS aaa 
Standard Models LA SALLE—V i Series 345 B. 130 W. B. 5 Coupe Sedan. .1.795! ster .......+.- 7 “= aa |, Brougham ... 1,026 
2 Buss. Roadster €75|4 Coupe (R. S.).735 Fisher Bodies 2-4 Coupe (R.S.).1, 795 rougnam ,915/5 Regal Sedan.. .1,020 
2 Buss. Coupe ..695/5 Sedan “975 2Coupe .......2,395)2 Con. Coupe .. .2,545 i - 5 Sedan ......... 915|4 Regal Con. 
S reugham... 6616 Pasta. .. Sedan ........2149515 Town Coupe: .2,545 FACKARD—Twin, 650\7 Tourn ae. RAD Seed enene” tans Goat ee — 
és saigiteee - teens ME cco ce cay egal Cou «. -945) egal Con. 
DE SOFO—-6 ont. 198 W. B. LA SALLE—V-8. Series 345 B. 136 W. B. oe s+ poco a ede .745\5 Club Sedan. s yt 5 Con Sedan... 985) Sedan esseees 1,090 
s Fisher Bodies 2-4 Coupe Road- 5 Spt. P aeton. . 4,09 5 
4 Roadster . 7752-4 Con. Coupe ..845 5 pown seda oeene lal o ster - sae cae 3,750 5 Con. Victoria. .4,325 STUDEBAKER—8-cyl. 117 W. B 
5 Sedan ........835/5 Con. Sedan ....975 edan mperia + «2,795 3:790| Dietetes Beasts 
15 7Sedan . 2° 645) 5 Phaeton ......3,790/5 Con. Sedan....4,395 9» Coupe 9804 Regal Coupe. .1,135 
DE VAUX—6-cyl. 114 W. B. ee ar 5 Coupe ....... -3,3501 4Coupe |...’ 1,030|5 Regal St. Regis . 
2 Coupe ; ..795'Custom Coupe LINCOLN—8-cyl. 156 W. B, PACKARD—Twin Six—12-Cyl. 147 W. B. 5St. Regis “| Brougham ....1.155 
Stan. Coupe (R. 1 err 895 Standard Models TO coessces 3,995|7 Sedan Lim. ...4,195 rou 1 5 
s 995) . Brougham 1.0505 Regal Sedan...1,155 
(R. 8.).... . 845 Custom Sedan....895 2 Roadster - -2,900}2 Coupe ..... +. 3,200 PEERLESS—8-cyl. 125 W. B 5Sedan_.......1,050 4 Regal Con. 
Stan. Sedan.. 845'Con. Cust. Coupe.945 4 Phaeton ..... 3,000| 5 Victoria 3,200 P De Luxe Master Some 4Con. Roadstr.1,050| Roadster . 1,188 
DODGE—6-Cyl. 114144 W. B. Town Sedan |7 Sedan.........3,300 5 sedan aa lub Sedan 2.370 2 Regal Coupe. .1,085|5 Regal Con 
. D. L. Models dea <++ Raa Samenens - 3,350 2 Coupe 2'320 Cabriolet ....... 2.430 5Con. Sedan...1,125' Sedan ....... 1,23 
Business Coupe 5 Sedan (5 Dem. CdaN seeeees 3,200) PEERLESS—8-cyl. 138 W. B. STUDEBAKER—8-cyl. 125 W. B 
i ae wheels, 2981 were weheem, a LINCOLN—12-cyl. 145 W. B. De Luxe Custom Commander Models 
2 Business Coupe |5 Sedan (S wire Standard Models 5Sedan_....... 2,985|7 Sedan ...... 3,135 4 Coupe. .......1,350/5 Regal Sedan.. 1,550 
(5 wood wheels, | wheels, R. M.) 845 4SPt Phaeton .4,300/4Spt. Phae. (Ton- 5 Club Sedan ..3,035!7 Limousine ....3,335 § Codi , Noadstr. 1.400) 4 Reser Com. 1 550 
a. 795'5 Sedan (5 wire La Touring. .4,300}_ neau cowl),...4,500 PIERCE ARROW—Model 52. 142 W. B. 5 5¢. Regis om 5 Con mates 1'560 
2 Business Coupe | wheels, 1 F. ‘ a tasers 4.000) 5 Sedan +ereree+4,600 5 Sedan ....... 3,995'5 Club Berline..4,300 Brougham .1,445'5 Regal Con. 
(5 wire whee ee 859.50 # Town Sedan 7Sedan . +++4,700 5 Club Sedan . .4,100! 4 Regal Coupe. 1.455! Sedan ‘see = 1,665 
1 F. W.) ....809.50 2-4 Coupe (R.S.) (2 or 3 win.) 4,500.7 Limousine .,..4,900 pierce ARROW—Model 52. 147 W. B. 5 Regal St. Regis : 
2 Business Coupe \" {e woes waeets, ees LINCOLN—12-cyl. 145 W. B. 7 Sedan ....... 4,285|7 En. Dr. — ; Brougham ...1,550 
2. W.) ..... 026/9-4 Coupe (RES nue Bene Models Se _ 1 | Limousine ..4,500 STUDEBAKER—S-cyl. 135 W. B. 
2-4 Coupe (R.S.) (6 wire wheels, n. Road. ( ) }5 Con sedan PIERCE ARROW—Model 53. 137 W. B. President Models 
(5 wire wheels, } 2F. W.) 865 Le Baron --4,600| (Dietrich) 6,400 5 Club |\Con Coupe Road- 4 Coupe 1,690 '4 State Con. 
R. M) _.... 835|5 Sedan (6 Dem. 2 Coupe 5 Spt. Berline, Brougham .3,295 ster (RS)...3,650 5St Regis _ Roadster .....1,855 
2-4 Coupe (R.S.) | wood wheels (Dietrich) .-5,000} Dietrich ......6,500 5 Sedan .......3,485'5 Tourer .......3,750 Brougham 1,750,5 Con. Sedan... . 1,880 
(5 wood wheels, | 29PW.) ...... 875 2Coupe (R.S.) 2Spt. Roadster, 4 Coupe (R.S.).3,485/5 Club Berline .3,850 5Sedan_.......1,750'7 Sedan .., . 1,890 
R. M.) * eesit Medan (6 wie Dietrich 5,150, Murphy ia 00 5 Club Sedan ..3,650'5 Con. Sedan ..3,950 4Con. Roadstr.1,750'5 State Con. 
1” aieaaie: 2 2 Coupe, )Town Brougham, 5 Spt. Phaeton..4.050 4 State Coupe...1,795; Sedan .......-. 1,985 
els, * = ; , : 5 »g ” § 
I Wed wera . 815 4 udkins. .-; 5100) Willoughby ...7.100  prERCE ARROW—Model 53. 142 W. B. * Denn. R°S!* . acaig i Eimnoteise o>. + hiae 
mn a on. Coupe.. 895 Judkins ", .8,380{ Brunn ... 7000 3 Sedan eeeeees 3,750|7 En. Dr, a ocn 5 State Sedan...1.855|7 State Limous. .2.095 
DODGE—8-Cyl. 122 W. B. 5 Berline , \5 Cabriolet iN. 7 Tourer ...+.- 3,900 Limousine . .3,950 ee a 
, D. K. Models coped a on 5 - es , N. C. i STUTZ—C6 _ - 2 W. B. 
2-4 Coupe (R.S.)"|2-4 Coupe (R.8.) 7Limousine. | Brunn ...,....7,200 _PIERCE ARROW—Model 34. 137 W. B. 5 cegan ae 1.400 
_ wheels, J is wire wheels, s Willoughby ..5,900 5 Town Cabriolet P 5 Club |Con. Coupe Road- 5 Coupe ....... 1'620/Club Sedan.... 1.620 
D ahh kee mene S By Wek cscs hse 5 Con. Victoria | (Le Baron) 7,400 Brougham .2,495 ster (R.S.)..2,850 cee * or 
2-4 Coupe (R.S.) 2-4 Coupe (R.S.) Waterhouse .5,900/ ' 5 Sedan ....... 2,685'5 Tourer ....... 2,950 STUTZ—8-cyl. I3ile W. B. 
(5 wire wheels, a ‘6 wood wheels, " Coupe (R. S.)..2,685|5 Club Berline. .3,050 SV-16 Standard 
RB 3) or. 10 § Ww.) 1,150 MARMON—8-125. 125 W. B. 5 Club Sedan. .2,850/5 Con. Sedan...3,150 5 Coupe - -2,695'2 Coupe ...,...2,995 
5 Sedan (5 Dem. \5 Sedan (6 Dem. Standard Models {5 Spt. Phaeton, .3,250 5 Sedan . .2,995/Club Sedan’... : '3,095 
wood wheels, _, wood wheels, 5 Sedan (5 wire 12 Con. Coupe (5 -IERCE ow. STUTZ—8-cyl. 13412 W. B. 
, BR. M.) ......1,145 2 F. W.) 1,180 ” wheels). ......3,396| wire wheels). .3,445 7 Qence ABROW- Model 66. 148 W. B. SV-16 Custom 
5 Seda ( a j , 7 Sedan oceee ea, 900] 7 En. Dr. ’ 
n (5 wire 5 Sedan (6 wire 2 Coupe (R/s.) it | - sq Cabriolet Coupe.3,345|4 Speedste 
wheats Mae} < 448 oF si 7 Tourer ......3,100) Limousine .3,150 $ OUps.s. P . 
ae » iB 1,145 heels, F. wire wheels). .1,395 2 Speedster ....3,495| (Tonneau 
5 Coupe (5 wire Ww 1,180 MARMON—8-125. 125 W. B PIERCE ARROW—Model 51. 147 W. B. Torpedo Speed- — Cowl) onc oh tae 
wheels, R.M.).1,145, 2-4 aan Coupe. .1,185 —— ns tave tednls _>= Con. Victoria |Town Brougham ae? aad das 3.595 
ESSEX—6-eyl. 113 W. B. _ 5Sedan (6 wire  |2Con. Coupe (6 at Ee: hae Geek are STUTZ—8-cyl. 145 W. B. 
Business Coupe 695\4 Coupe 145 wheels) 1,545 wire wheels)..1.598 COUPe ‘Metal Back) | windows) = SV-16 Custom, 
Coach 705\Standard Sedan 177! 2 Coupe (R.S.) (6 a (Le Baron). .5,300)_ (Brunn) ..... 6,700 7 Sedan .......3,895/7 Limousine ., ,.3,999 
Town Sedan 745|Special Coupe 195 wire wheels) Sea! Coupe (Leather Town Brougham 7 Speedster 3.895!|Cab, Coupe 3,995 
Special Seds 5 Back (Le | (Large Quarter > * "SD aoRIe Co oe 
Sr Sedan 84 . 5 Sedan ......3 3,895'5 Con. Sedan ..4,395 
FORD—V-8. 10616 W MARMON—16-Cyl. 145 W. B. Baron) ...... 5,600| windows) WEE ‘ : ’ 
ania daha eae 461 t . B. Sete coe susa 5,700/2 Con. Coupe ...5,850 Con. Sedan te | («(Brunn) ,. 6,700 STUTZ—8-cyl. 13419 W. B. 
poe met ts es oy i? De L. Coupe... 575 2 Coupe (R. S.).5,700/7 Sedan ..... 5,900 eo 6 bé00s 5,700! Town Cabriolet D -_—— 
Phone ceeccccces 496 Fordor Sedan ....590 5 92-ar. Coupe...5,800'5 Con Sedan..,.5,950 Club Sedan (Le | (Col. Rear 5 Coupe - 3,695 2 Speedster 4,495 
g aeton .........495/Victoria ........ 600 5 Cl. Cpl. Sedan.5.800'7 Limousine 6,100 Baron) ...... 5,700! Quarter) ..... 7,200 5 Sedan -++ 3,995 Bearcat ........ 4,595 
udor Sedan ....500 Cabriolet .. . 610 NASH BIG SIX—116 W. B Con. Sedan (Le Town Car (Station- 2.Coupe .......: 3,995.4 Speedster (Ton- 
nd L. Roadster. .500'De L, Fordor 2 Coupe — 1717/5 Sedan 4-dr.. 840 Baron) ..... 6,100 ary Rear Quar- Club Sedan ...4,095 meau Cowl) 4,795 
Spore Coupe -535| Sedan ...sssee. 645 4 Coupe .........825| 4 Con. Roadster. ., En Dr. Limousine ter) ...seeeeee 109 Cab. Coupe A ae8 
Re _ aeneeten. .545'Con. Sedan -650 5 Town Sedan 15 Con. Sedan (Le Baron) 6,200' En. ‘Dr. Limousine STUTZ—8- cyl. 145 W. B. 
a aescay 880 4-door ....... 825| 2-door ........ 935 (Lim. Front Com- DYV-32 
oan wade naan ~ ° partment) 5 eee... os; 4,895!7 Limousine . 4,995 
FORD— 4-cyl. 10612 W. B. 9 eee SEAN FE ee, iss (Brunn) .....7,200 7 Speedster ....4/895\Cab. Coupe ....4,995 
Reateter sevesece 410; De L.. Coupe 525 5 Town Sedan ......14Con. Roadster . PLYMOUTH—1-cyl. 112 W. B. 5 Sedan ..... 4,895.5 con. Sedan. .. .5,395 
pouge Paseasee -440|Fordor Sedan ....540 Aaa 975.5 Con. Sedan Buss. Roadster ..495|!-dr. 3 win. Sedan.635 STUTZ—%-cyl. DV-3 116 W. B. 
ee ets tenes = ee > ste teeees bref 4 Coupe .......- 1:015| 2-door 1,095 Buss. Coupe ..... 565!Con. Coupe ...... 645 Super Bearcat tae saeie<eseaan 5,895 
é oe é lole ‘ ‘ 7 pds 91-i y 
De L. Roadster .450'De L. Fordor ; NASH SPECIAL ae pen Seene aa a 595 we ? eases 2 WHES- ovERiase-8, Gi -— © 9 
Spt. Coupe . 485 ee 595 2 a ee | a CrP Aa aes 5 + Be) oseseeges 72 5 
me eee ‘= an ss aoe 2 Coupe +1210 5 Satan 4dr... .1.320 = see gees ~ Con. Sedan ...... 785 9 Roadster a a Be L. Roadster. a 
De L. Tudor = 4Coupe ........1,320|5 Victoria ...... 1,395 ase 2Coupe ........+- 30/5 Sedan ...... ooe G 
Sedan . 500 4 Con. Roadster beg Sedan PLYMOUTH—4-cyl. *170 O. A. 5 Coach ...-.-830/5 Sp. Sedan .. . 630 
FRANKLIN—6-cyl. 132 W. B 4-door ...... cece Thrift Models 4 Coupe (B.8.). .5OKS Cust. Victoria. - 
MRA! AN—6-cyl. 132 ; . - re ee ‘ eae pem » wee 52-dr. Sedan....495'5 4-dr. ‘ 575 Cust. Sedan ...663 
Supercharger Airman NAGE ADVANCED Te ren “s PONTIAC a a = WILLYS-OVERLAND—8 cyl. 121 W B. 
Coupe 2,250|/Victoria Brougm.2,350 133 W. B. ar —s C—6 cyl. 114 W. B. a ag ‘iodiiae = 
§ Sedan 2,250! Speedster 2'450 5 Sedan 4-dr, ..1,595'5 Victoria ..... 1,785 2 Stan. Coupe .,.635|5 4-dr. Sedan Model _ 8-88 
Con. Coupe 2.29517 Sedan 2'450 4 Coupe ...... 1,695|5 Con. Sedan 5 2-dr. Sedan ....45/2 Con. Coupe 2 Roadster -730\Spl. Sedan ....... ose 
Club Sedan 2,300 Limousine 2600 4Con Roadster 4-door ...... 4Coupe (R.S.)...715/5 Custom Sedan ..79! ; ones ecceccees = : ae i. Resdster .s8 
FRANKLIN—12-cyl, 144 W. B. NASH AlmbAssAben, Wm IGNITION “8” on TONTIAG-—¥ A a W. OB. 5 Sedan ‘'830| Cust. Victoria. , 1030 
5 Sedan _. 3.200'7 Sedan ers 2 Stan Joupe 845;Con. Coupe 945 ; ae tute - 1 
3-5 Coupe —17 Limousine * 2 5Sedan 4-dr....1,855|7 Sedan ...1,955 2Dr. Sedan .....845/4 Dr. Sedan 945  WILLYS KNIGHT—6 cyl. 113 W. B. 
4 Vic. Brougham —/4 Speedster ’ _ 5 Brougham _|7 Limousine ..2,055 4 Coupe (R.S.)...925'Custom Sedan ..1,025 = Model 95 
3-5Con. Coupe. — 4-door. ..... 1,855 REO—6-21. 6-cyl. 121 W. B. Serer, Peeesenes vasle Soden eas 
GRAHAM—6-cy OLDSMOBILE—6-cyl. 11644 W. B. > Sedan 1 995 ~<a carrera ‘sccesecnial 
yl 113 W. B. | ) j 
san Gal een F-32 Models ; WILLYS KNIGHT—6 cyl. 121 W. B. 
wn an 765'Sedan ......005. 795 ate Gate 87514 dr. Sedan 955 REO—8-21. 8-cyl. 121 W. B, Model 66 D. 
GRAHAM—8-eyl. 123 W. B. Bus. coupe *'875,Con. Roadster .,.955 > Sedan .....+.+1,195) 4 Vic. Custom 15 Cust, Sedan... .1,295 
aca . Blue Strveak—-Standard. . Sport Coupe .,925|Patrician Sedan ,.990 REO—8-25. 8-cyl. 125 W. B, Pee . 
6 eden teens oo” Coupe (R. S.).1,145 Coupe ooo. -1,565)Sedan ...... .. 1,565 *Over-all length of chassis instead -t 
Sedan ..cceee- ,145) (Recent price changes in bold face) Victoria .......1, wheel base. 














of all new cars with 





Free Wheeling registered. 
in the United States 
in January, 1932 


were equipped with 


L.G.S. 
Kree Wheeling 


L. G. S. Free Wheeling is obtainable in Auburn and other 









L. G. S. DEVICES CORPORATION, Division of Cord Corporation 
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LeBlond High Speed Lathe 
For Cemented Carbide Tool 


spindles are national standard taper. 

The slotting cutter has a standard 
anti-friction type drive with four- 
| pear contacts, The vertical spindle 
|is driven by a motor mounted at the 
right end of the rail. Speed changes 
'for the vertical carrier are made by 
|means of sliding gears. Final drive ! 









SE em lig obtained through sniral bevel 
| gears, 
The rail is doweled to the top of 
the horizontal carrier, which slides j 
}on a narrow guide with taper gib- f 
| bing. 





The horizontal arbor is carried on 

a self-oiling arbor support and has 

}no overhang, There are two quick 

|cam clamps, one for the vertical 

carrier on the rail and the other for 

| the spindle in the carrier. The hori- i 

{ |zontal carrier and the rail unit are i 
| clamped to the headstock by shift- 
‘ jing the cam lever just above the 


The R, K. LeBlond Machine Tool | ervoir in the bed. An oil filter is oe oe arramenmnate 
Company, Cincinnati, O., fitted in the line to the bearings. ain ani Ghana aes cared aaa 
ducing a new production lathe for The feed gears in the headstock | +jers make possible repeating set- 
carbide carried in Timken bearings. | tings for duplicate work. Accuracy 
Nine feed changes are supplied, | of the length of keyways is secured ; 
ranging from 0.002 to 0.025 inch | by the use of a graduated scale on 
per revolution. The feed rod is|the table chip guard. Two pointers 












is intro- 






use with cemented tools. | are 


This unit has a helical gear head 
with Timken bearings, driven by a 
twenty-five horse power, variable 


Production -- Engineering -- Factory 





Toledo Automatic Feed Press 


carried on two Timken bearings at 


speed motor, 
the headstock and on a roller bear- 


Spindle speeds range from 150 to 


2,400 r. p. m. and the range from | ing at the other end. 
150 to 600 r. p. m., is ggt by means The automatic length stop com- 
of direct drive to the spindle, A prises~a positive clutch, which is 





disengaged by a boss in the apron, 
engaging an adjustable trip dog on 
the controller rod. 


six sheave V-belt drive is used. 
The driving pulley is carried be- 
tween two Timken bearings, one an 


outboard bearing the other in the The bed is a heavy semi-steel 
headstock, The outboard bearing | casting, with Nitralloy front and 
is carried on a bracket to preserve | rear ways. The apron is a heavy 


box-type unit, equipped with an oil | 
pump, automatically lubricating the | ! 


the alignment of the pulley under 
all operating conditions. 


extending over the scale are spaced 
9/ inches apart, the distance be- 
tween the spindle carrier centerlines. 


This machine is built in several sizes 


with any length of bed. 


MILE FINDER ANEWITEM) se -roteco stacnine and ‘Too 


FOR TOURISTS = 


The Colonial Sales Corporation is | 
jutting out a device known as a} 





varying sizes of materials. A screw 
adjustment controlled by the hand- 
wheel in front of the table regulates 
: : : the table support. This controls the 
matic roll feed. This press is of the moving of the table, the starting 
double crank type. The distance/rolls and an automatic starting 
between uprights is_ thirty-nine/ gauge into the proper position to 


Company, Toledo,.O., is putting out 
a new press with an elaborate auto- 


When direct drive from the mo- 
tor to the spindle is used, a gear is 
Shifted to the right and acts as a 
splined coupling between the drive 
Shaft and the spindle. This is de- 
signed to prevent the driving pulley 
from coming directly on the spindle, 
with consequent vibration and wear. 

The large spindle is mounted be- 
tween two Timken bearings. This 
spindle is shorter than is usual for 
these units to eliminate possible de- 


flection under hard operational 
conditions, Force feed lubrication 
is used to all headstock bearings, 


the oil being pumped from a res- 


Keyzway Milling Machine 





The 
Company, Cincinnati, O., has devel- 


Cincinnati Milling Machine 
oped a keyway milling machine 
which will mill keyways and shafts 
from 1 to 18 inches in diameter. 

The straight section of the key- 
way is milled by a slotting cutter, 
and at the same time the ends are 
rounded by an end mill in a vertical 
spindle. 

Centralization of controls 
been adopted for this machine, in- 


cluding those for the table, spindle, | speeds from 20 to 150 r. p. m. Higher | seventy-five horse power at 3,500] velops maximum power at the place 
feed changes and rail assembly op- | speeds may be had on option, 


Ways, cross slide and cross feed | “Mile Finder.” Essentially this con- 


screw bearings. 

The tailstock has a hardened and 
ground spindle in a hardened sleeve, 
pressed into the casting. 
struction is designed to prevent 
wear and to insure accuracy for the 
life of the machine. The clamp 
used consists of a ratchet mounted 
on a screw bushing and a pawl in 
the ratchet. This is designed to 
keep the spindle screw from backing 
|}off and allowing the center to 
'loosen, A trip dog on the hand- 
wheel releases the pawl when the 
spindle is to be withdrawn. 


This con- | 


iting out a new line of Allova suits 


| sists of a map in the form of an 
lenvelope with holes in it at the lo- 
cations of all the principal towns 
and cities. There are a number of 
key cities and the card which is 
| placed between the two halves of 
the map is moved so as to show a 
}red mark at the hole located at the 
key cities. When this is done the 
mileage between that key city and 
all the other towns and cities on the 
map appears at the openings beside 
those places. 

This is a very ingenious device 
'and should be popular with tourists. 
The Mile Finder is being retailed at 
50 cents. The device for the New 
England section has already been 
published. 


ALLOVA SUITS, SHOP COATS! 


The Motor Suit Manufacturing 
Company, Kansas City, Mo., is put-/| 


and shop coats. All materials are 
egiht-ounce herringbone, all threads | 





| strain are bar tacked. The suits are | 


being glazed. The buttons are rust- | 
proof and concealed. The pockets | 
are double duty and all points of | 


inches and the bed area is 38 by 38|permit a new sheet of material to 
inches. The machine has a stroke| pe put into the oiling rolls. 
of four inches, operating at a speed After it leaves the oiling rolls, the 
of thirty-five to forty strokes per|sheet of material passes into the 
minute. The weight-is 60,000 pounds. | main feeding rolls, which are placed 
The press has a multiple disc|/inside the housing and as near the 
iclutch with an independent brake,j|dies as possible. The feed gets its 
and has full automatic control. An|motion from an eccentric on the 
auxiliary operating handle is located| crank shaft operating through a 
at the extreme right of the press. bell crank. An adjustment is pro- 
The feed table is provided with| vided to enable the use of any feed 
adjustable gauges, to compenate for! at properly controlled intervals. 








Centerless Mica Undercutter 





offered in eleven colors. 








erations. Directional contro] levers | 
are fitted to give accurate control. 
The slotting cutter is raised out 
by the cut by power, aided by a hy-| 
draulic counterweight. A 10-horse | 
power motor is used for the horizon- 
tal cutter and a 5-horse power mnt | 
drives the vertical milling cutter. 
Table speeds up to 40 inches a min- 





| terest, depreciation, etc., comparing 


STUDEBAKER CUTS 


| Studebakers, 
$1,350 respectively. 


'from seventy to seventy-five horse 
power. 
giye a full flow of economical power 
|at low engine speeds— thirty-five 
ute may be had. The vertical spindle horse power at 1,200 r. p. m., 
has | gives speeds ranging from 90 to 810| horse power at 1,760 r. p. m., sixty 
|r. p.m. The horizontal spindle gives| horse power at 2,180 r. p. m., and 


FINANCIAL NEWS 


MOHAWK RUBBER 
Chicago, April 4——-Mohawk Rub- 
ber Company and subsidiaries re- 
port for year ended December 31, | 
1931, net loss of $227,133 after in- 


with net loss in 1930 of $668,719. 


VAUXHALL MOTORS, INC. 

London, April 4.—auxhall Motors, 
Ltd., controlled by General Motors 
Corporation, reports for year ended 
December 31, 1931, net profit of 
£56,040 after depreciation, interest, 
etc., comparing with net loss of | 
£88,536 in 1930, 





| 


11/>-TON TRUCK PRICE; 
ADDS NEW CHASSIS 


Page 1) 
$895 


(Continued from 
listing at and 


The new chassis, introduced last | 
January, had its power increased | 


The engine is designed to 


fifty 





Both |r, p. m, 





| holder, 


. 


head to minimize breakage of tools, 


age point is reached. 





instead of centers. Bearings, 


used 
gears or flanges do not have to be 


The Ideal Commutator Dresser 
Company, Sycamore, IIl., is offering 
a new centerless type undercutter,! removed from the shaft. Travel of 
intended for small armatures up to! the cutter is controlled in both di- 
five inches in diameter. The device} rections by adjustable sliding arms. 
is claimed to cut to a uniform depth! The sliding arm is balanced. The 
regardless of the level of the arma-| operation of cutter spindle by 
ture. The depth of the cutting is|handle simplified the operation. 
governed by the size of the cutter.| The complete standard undercutter 
The ‘%-inch saw cuts 1-32 inch|consists of the frame, a 110-volt 
deep and the 9-32 saw cuts 3-64. | universal motor, AC or DC to 25-70 

To facilitate adjustment of the] cycles, six feet of cord with plug 
armature to its position V blocks are! and nine !4-inch assorted saws. 





‘Balideane and Rll hdics 


The Steelweld Machinery Com- | With the moving end on the bull- 
pany, Cleveland, O., is announcing a/}|dozer it is possible to make heavy 
new line of bulldozers and bending | bends, that would ordinarily take 
machines with a power adjusted die-|several strokes, by using two or 
| three strokes and then moving the 

This machine is designed to re-|dies up after each stroke. 
duce the time usually required for| This machine has an _ all-steel 
changing and setting up dies,some-|frame, with the gearing inclosed. 
thing that takes longer than the|The main slides are hardened and 
actual bending work. ground steel. Gibs are placed under 

The dieholder in this machine|the ram, to be out of the way of 
moves, which saves the time usually |dirt and scale. The gearing and 
spent in hunting for packing and|crank arms are of rolled steel. Crank 
setting up generally. A push button|and ram pins are of a heat-treated 
operates the machine. The long tie|steel. Anti-friction bearings carry 
rods run through to the operating|the flywheel and high speed shaft. 
Reversing twin disk clutches are 
the motor stalling before the break- | employed. 

CLASSIFIED ADVERTISEMENTS 

IN THE AUTOMOTIVE DAILY 

NEWS BRING RESULTS 


The bulldozer, it is stated, de- 


where the crank pins go over center. 
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gee, UNIFORM BRAKING FORCE 
ON ALL FOUR WHEELS 














Drivers will never be “gun-shy” of STEWART-WARNER BRAKES. No 
matter how quick the stop or how great the emergency, there’s never 
any sickening side-sway nor jerk that tends to wrest steering con- 
trol or to throw the car in the face of oncoming traffic or off the road. 












ACCURATE DISTRIBUTION OF BRAK- 
ING FORCE ON EVERY WHEEL 









Balanced Braking Stops the Car on a Straight Line 


Due to the simple, rigid direct linkage, self-alignment can any wheel receive more than its proportion of brak- 
principle, absence of springing parts and frictional bear- ing force. Thus the car stops in a straight line—evenly— 
ings, the Stewart-Warner Power Brakes play no favorites. smoothly — eliminating the dangers and nerve shocks of 
The normally energized wheel brakes can not grip nor unbalanced braking. 


TO APPLY ALL WHEEL BRAKES 
UNIFORMLY 


INSTANTLY CAUSES THE 
MECHANICAL FOOT— 


A SLIGHT PRESSURE OF THE 
BRAKE PEDAL— 





For normal Braking at any speed, the foot 
action on the brake pedal is no greater than 
that required for operation of a foot accel- 
erator pedal. This affords much easier and 
more accurate control than the lunging ac- 
tion of ordinary brake pedals. 


The power unit derives its power from car 
momentum and applies this braking force in 
accurate response to the slightest graduation 
of pedal pressure. This gives controlled brak- 
ing that reduces highway hazards. Eventually 
all cars will have power brakes. 


Stewart-Warner Wheel Brakes can’t grab 
ond are always under accurate control. They 
employ only one-fourth the parts used in 
conventional brakes, and, due to simple rigid 
construction, offer many exclusive advan- 
tages even when used without power unit. 











The Sfewart-Warner Power Brake Systems offer safer, simpler control—and greater savings in maintenance and adjust- _ 
ment on automobiles, trucks and motor coaches of every price class. Investigate. Our engineers are always ready to discuss 
manufacturers’ braking problems. Stewart-Warner Corp., Brake Division, Chicago, U. S. A.—Detroit Branch, 6050 Cass Ave. 





10 OUTSTANDING ADVANTAGES OF STEWART-WARNER BRAKE SYSTEMS 


1. The power unit, under driver’s absolute control, harnesses the 5. Safer Braking~Accurate distribution of braking force to all four wheels. 





giant force of car momentum to apply these brakes. 6. Simplest of all Brakes to adjust. 
2. Instant Control — Lower Pedal Pressure and Shorter Pedal Travel 7. Safer Brakes on curves—Positively no interference with steering. 
with accurate response. 8. Simplest to Install and to Maintain — Only 25% as many parts as in 
3. Greater Available Braking Force, Fewer Adjustments, Greater other Brake Systems. 
| Linkage Travel Reserve. 9. 17 parts including brake lining in each front wheel — only 14 parts 
. 4. More Sensitive Brake Control — Finer modulation between maxi- in rear wheel. Parts interchangeable. 
| mum and minimum pedal pressures. 10. Self-adjusting Hand Brake — Has automatic Booster Link take-up. 
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Srupesaker 


Studebaker 


Offers 
Oppo rtuntty 


1. Price protection on current 
models—if price is reduced to 
the public. 


2. Monthly orders—no com- 


mitments. 


3. Budget control without 
charge. 


4. Wholesale and retail sales 
promotion help. 


5. Junking allowance. 


6. Service of used car expert 


in moving used cars. 


7. Factory participation in 
labor expense caused by de- 
fective material. 


8. Factory parts depots in stra- 
tegic points which assure over- 
night service to dealers. 


9. Parts discounts so liberal 
they enable dealers to compete 
with parts jobbers. 












A tribute 


The New York Show was a great tribute to the engineering 
genius and manufacturing ingenuity of a brave industry. 


The automobile manufacturers offered the finest motor 
cars that have ever been built at prices ridiculously low. We 
cannot underestimate that fact and we are proud to be a part 
of an industry that could perform such a feat. 


But no manufacturer can build a car that will sell itself and 
your franchise must offer many other features to make it 


attractive. 





The Studebaker franchise written by Paul G. Hoffman, 
President of The Studebaker Sales Corporation of America 
and himself a successful retailer of many years standing, we 
believe offers more concrete helps without cost than any 
franchise now being offered. 


Changing a franchise is a big step in the life of any dealer 
—but if you are unhappy and want to make a change, ask 
your banker about the long history of Studebaker—ask 
Studebaker dealers what they think of Studebaker motor 
cars and Studebaker policies—and then write us for further 


information. 





Your inquiry will be held as very confidential. 


Studebaker is marching on. Studebaker success is being 
reflected by increases in registrations in many cities—and 
Studebaker has some attractive opportunities to offer to deal- 
ers, who realize that necessity cannot kill desire and that the 
future opportunities in this great industry are greater than 
the opportunities of the past. 


bi f Vice President 


The Studebaker Sales Corporation of America 


South Bend, Ind. 








Studebaker 
Offers a 
Great Franchise 


10. A liberal discount on cars. 


11. A liberal advertising cam- 
paign. 


12. Support for the live retail 
salesman, that assures him an 
income in the months of Octo- 
ber, November and December. 


13. Full coverage in the most 
profitable field—not only pas- 
senger cars, but trucks that 
showed an increase of 127% 


in registrations last year. 


14. Motor cars built by the 
best engineering genius in the 
industry and offered at the 
lowest prices of any fine cars 


in America. 


15. A dealer written franchise, 
drawn by Paul G. Hoffman, 
President of The Studebaker 
Sales Corporation of America, 
and himself one of America’s 






most successful dealers. 





In 1929 J. C. Hudgins and H. C. Luhring bought from the estate 
the going business of one of Studebaker’s long established dis- 
tributors—and through Hudgins-Luhring, Inc. the habit of mak- 
ing substantial profits from the Studebaker franchise—yes, in- 
cluding 1931—continues at Norfolk, Virginia. It is from such 
experiences as theirs that the reputation of the Studebaker fran- 
chise as a solid rock on which to establish a business has been 
built—from coast to coast. 


The profit-making habits of the J. J. Jacobs Motor Company of 
Sacramento, California, are typical of many others on the Pacific 
coast. Mr. Jacobs signed his first Studebaker contract on July 1, 
1916, and from a moderate initial investment has built a business 
which makes him one of the leading merchants of Sacramento. 

Down at Long Beach, California, the history of the Glenn E. 
Thomas Company, Inc. extends back to the signing of their con- 
tract by Glenn Thomas’ father, W. L. Thomas, on March 24, 
1909, and for many years Long Beach has been “‘a Studebaker 
town”—to the substantial profit of all concerned. 





ee 


see TD 










































